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Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $100,000.00, 
with premiums payable annually, semi-annual- 
ly or quarterly, and 
INDUSTRIAL Policies up to $1,000.00, with 
premiums payable weekly. 


CONDITION ON DECEMBER 31, 1925 
Mera ariialcr ave ola Ss aren ktioeiles daidieediacweesseaer Ger. 4e 
Liabilities $9,940,092 .25 
Capital and Surplus 6,622,575 .15 
Insurance in Force 292,834,191 .00 
Payments to Policyholders 3,392,156 .76 


Total Payments to Policyholders since Organiza- 
OT es Bare erevey al eh tiny Sr aeral ole eens x . $39,176,371 .91 


JOHN G. WALKER, President 




















A Progressive SURETY and CASUALTY Company 


























The Insurance Company of North America has always aimed at 
the very highest standards in every phase and detail of its service. 


First and foremost in importance is the standard maintained in 
respect to the satisfaction of policyholders. For 134 years the 
Insurance Company of North America has met its every obliga- 
tion—with a record of promptness sustained even in the face of 
such crises as the San Francisco disaster, 


Of almost equal importance is the service to agents. This in- 
cludes not only efficient attention to all the details of coverage, 
but expert engineering advice and competent sales assistance, 
A vital feature is the national advertising which is steadily build- 
ing, on an already sound foundation, nation-wide confidence in 
North America protection and North America representatives. 


INSURANCE COMPANY OF 
NORTH AMERICA 
PHILADELPHIA 
and the 


Indemnity Insurance Company of North America 
write practically every form of insurance except life 
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INTER-SOUTHERN LIFE INSURANCE 
COMPANY TERRITORY 





= In all the Realm of Preparedness 


Next to 
Pe wnSYLVANIA S 


“THE ROCK OF AGES” 


yencous Comes the Bulwark of Life Insurance 





The Inter-Southern Life affords those who are looking about for their 
life work a three-fold profit for everything they do. 


A Profit in Money. 
A Profit in Service. 
A Profit in Gratitude, 








LE ETT YE ETE KIRN IT IRS SS I I TN 


If you have vision, 
If you believe in yourself, 
If you believe in earnest. effort 


then in this territory of ten states, somewhere there is a place and a 
plan for you with this Company. 


Inter-Southern Life Insurance Co. 
Louisville, Ky. 
Is A Good Company 


Clean Strong - Progressive 























They’ve Got the Goods | 


A commercial salesman with hundreds of 
items in his line, offers possibly only one to 
this customer, and a certain few to another, 


Bobby Jones 
Should Win 


No wonder Bobby Jones ‘continues to win 











championship golf matches. 
He knows his game and he loves it. 


Life insurance salesmen who top the list know 
their business and love it. 


For this reason The Lincoln National Life trains 
its new men in the fundamentals of life insur= 
ance and then supports them in their field work 
by a close and carnest contact that arouses and 
sustains enthusiasm. 


(LINK uP (wits ue (’) LINCOLN) 














The Lincoln National Life 


Insurance Co. 
“Its Name Indscates Its Character" 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $425,000,000 in Force 




















according to his knowledge of what will ap- 
peal. But it takes all of them to arouse the 
interest of all his customers. He must have 
the goods. 


A Peoria Life agent has the goods; partici- 
pating and non-participating policy contracts; 
double indemnity and income disability bene- 
fits, special policies for children, and insurance 
for women on equal terms with men; all the 
staple plans, plus others with distinctively at- 
tractive Peoria Life features. 


He need never display all his wares to win 
one prospect. But having them all, he is 
prepared to meet any emergency, to satisfy 
any need. 


Peoria Life Insurance Company 
Peoria, Illinois 
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Discuss Fire Prevention for Farmers 


HICAGO, ILL., July 19—E. T. Meredith, 
former secretary of agriculture, was named 
as vice-chairman of the agricultural com- 
nuttee of the National l‘ire Waste Council at 
its organization meeting held last week in 
Chicago. Wallace Rogers, superintendent ot 

the western farm department of the Hart- 
ford Fire, is the chairman. 

The meeting was held to organize ways of combating the 
tremendous fire waste on the eleven or twelve billion dollars’ 
worth of farm property in .\merica. 
serious each year and, aside from the importance to fire insur- 
ance interests and the farmers, the problem is one for every 
citizen to consider, as farm losses represent a tax of $1.25 on 
every single individual in the U. S., and the problems of the 
farmer daily are becoming more important in the life of the 
nation, economically ‘and politically. 

Sessions were held at the Underwriters’ Laboratories and 
important addresses were made not only by prominent fire pre- 
vention and underwriting experts but also by officials of the 
U. S. Department of Agriculture and the U. 5. Chamber ot 
Commerce. 

Aside from these meetings western insurance men are con- 
sidering the formation of a farm writing association similar to 
the present association handling cotton or tobacco coverage as 
a step that must be taken soon. Farm business has always been 
unprofitable, both expense and loss ratios being abnormal. 
Farm rates are about as high as they can be made and there is 
the danger that if the companies cannot handle farm insurance 
for the farmers’ demand for in- 


The situation grows more 


the government will step in 
surance must be satished, while at present the companies willing 
to answer the demand are steadily declining in number. 

Fire losses on American farms run to the enormous sums of 


$150,000,00 annually, which, according to statistics presented, 
amounts to $26.29 for every farm in America. Farm fire losses 
were said to be 65 per cent greater in 1924 than in 1920, even 
though farm property values in 1924 were less than in 1920. 

The sight of a farm building studded with eight or ten 
lightning rods has always been a bountiful source of humor for 
city people, who conjure visions of the energetic lightning pro- 
tection on even the pigs and chickens. Statistics now show that 
the danger from lightning is really very great and that the rod 
salesman has been unduly maligned. The National Board of 
‘ire Underwriters figures show that the greatest one cause of 
farm fires is lightning,—more than twenty million dollars being 
the annual toll,—and that the proper use of lightning rods will 
help decidedly to reduce this loss. Defective flues run a close 
second, with sparks on roofs, careless use of matches, smoking 
in barns, careless use of gasoline and kerosene, stoves, etc., as 
other important causes. 

Lack of proper inspection was said to be accountable for 19 
per cent of the fires, faulty construction 15 per cent, careless- 
ness 8 per cent, unclean conditions 7 per cent and dangerous 
storage 3 per cent, while the one favorable feature was that 
moral faults were charged with only 3 per cent. 

Most of these fire causes could be eliminated to a consider- 
able extent if the people appreciated the danger and were given 
proper information on fire prevention. 

Individual action by farmers is therefore the chief solution 
of the fire problem on farms and practically the only solution, 
unless inventions and developments make fire-fighting apparatus 
more useful than they now are with the sparse settlement and 
limited water supplies of the country. 

In Kansas the state fire prevention association is already doing 
good work and has enlisted the co-operation of many of the 
leading insurance and business men of the State. 
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He Finds Conditions in the 


USIC was softly drifting out across the veranda- 
lounge of the Manila Hotel, a gentle trade wind and a 
gin rickey were refreshingly adequate, the sunset out 
across the bay towards Cavite was an orgy of colors. A gay, 
cosmopolitan crowd at tables all about; Filipino “boys,” in im- 
maculate white, dashing here and there with trays of attractively 
hued bottles. It was cocktail hour in Manila. And we 
didn’t much crare that our insurance friend, Archibald Agent, 
was an hour late, for wasn’t this the Land of Manana? Yet we 
did hope he would show up that day, because in the States it was 
then early Tuesday morning and on Wednesdays our paper 
goes to press. Who could that gorgeous woman in pink 
be with that swarm of army and navy officers buzzing 
goout . .. ? 
“Isn’t she stunning °’ 
from me. It was Arch. “Sorry to be late and suppose you are 
fretting to cable your story, but was having a most interesting 
chat with Edwin E, Elsar—represents Continental and a host 
of others—and we dropped in at the Elks and—oh, you know!” 
Whereupon Arch clapped his hands in true Oriental fashion 
to attract a waiter. “Isn’t she stunning!” he exclaimed again, 
his eyes riveted on the vision of loveliness. ‘Must try to meet 
her during our next two days here. Maybe she’s jaunting 
about the globe and it would be nice to run into her in some of 
these queer countries we are to dash through.” 
We permitted Arch a sip of his scotch and soda before 
venturing a rather flat: “Well?” 
“Oh,” he sighed, “it’s difficult to do more than look ; however, 
‘well’ it is and things are simply ripping—” 
“Talk American,” we interrupted to relieve a severe pain. 
“O. K. Everything’s jake in this dump when it comes to in- 
surance. Cable your old rag these snapped-off facts in the usual 
dumb, dull journalistic fashion: the Insular Treasurer is In- 
twenty American 


, 


asked a familiar voice across the table 





surance Commissioner; that the or so 
insurance companies here are not classified as foreign, therefore 
they do not have to meet the deposit requirement of 100,000 
pesos; however, that every American company has to have a 
certificate from the Insurance Commissioner of its state to the 
effect that the company was organized in the state and that it is 
doing insurance business with a capital of not less than 125,000 
‘simoleons.’ The internal revenue tax is I per cent on net premi- 
ums and that curse of humanity, the income tax, is 3 per cent.” 
Arch stopped short and changed the subject, a manner of his, by 
asking the waiter: “Muchacho, the very charming scnora over 
there, who is she ?” 
The Filipino grinned: “A widow, senor. 
the last boat and is stopping here at the hotel.” 
Arch lit a cigarette and slinked down in his chair: “Let's 
see—where were we? Oh, yes.!. The moral hazard is excellent 
in the Islands, according to a number of agents I chatted with. 
A bit English again, old dear: American is too strenuous 
for the tropics. Rather amusing, too, this agent situation. 
Nearly all of them are importers, or exporters or merchants 
and the insurance is just a trifling department of their busy 
For instance, Keunzle, Streiff & Co. are importers and 


She came in on 





office. 





AROUND THE WORLD WITH ARCHIBALD AGENT 





Philippines Very Satisfactory 


exporters of laces, embroideries and all that sort of charming 
rot. ‘To be sure, there are some strictly insurance offices, but, 
as I understand it, they find the competition a bit difficult. Own 
a large business and you can insure everyone and everything 
you come in contact with, so it seems. All general agents and 
agents, the latter rather like our brokers, must purchase yearly 
a certificate of authority to do business—the former paying 50 
Anyone caught selling in- 
And then—I musn’t 


pesos a year and the latter fifteen. 
surance without such is fined 500 pesos. 
forget—the insured out here must pay a yearly policy tax of 
Y% of 1 per cent of the premium.” 

“And what about the rates? Who makes them?” we ques- 
tioned at our first opportunity. 

“The rates are under the supervision of the Manila Fire In- 
surance Association and compare very favorably with those in 
the States,”’ replied Arch, smiling, idiotically hypnotized because 
the beauteous one at the other table was laughing. “Some islands 
are not written at all, because they are too hard to get to, the 
hazards too great. In case of a loss, it would be difficult to find 
someone really suited to adjust it. By the way, most adjust- 
ments out here are made by certified accountants, as there are 
very few professional adjusters. 

“Most risks are confined to the Philippine Islands; that is, 
the business people here take out their policies through local 
agents. And speaking of business, next to American, it is mostly 
under Chinese control. However, from the insurance angle, 
the English companies lead in volume, with the American com- 
panies a close second. The total volume of insurance business 
last year is approximately 750,000,000 pesos. 

“Several agents report a marked increase in their marine in- 
surance and find it an excellent line. There is also quite a fair 
demand for earthquake and typhoon insurance, especially the 
former, the rates of which are rather high, being slightly below 
about the highest any- 





those of Japan, which are $2 a hundred 
where. 
idea of insurance is well-developed everywhere ; although life 


So, you see, insurance is in a flourishing condition ; the 


Insurance is still a bit slow, that will grow along with the 
further education of the Filipinos.” 

“What do these fellows think would happen in the insurance 
field, if the Iilipinos get their independence >” we asked, know- 
ing that the subject of Philippine independence is forever crop- 
ping up in the American press. 

“T asked several men that question,” said Arch, “and—look, 
the widow is leaving—they feel independence would naturally 
throw the \merican companies affected into a foreign status and 
would probably revive the Alegre bill of 1924, which wanted to 
have all companies invest 50 per cent of their profits in Phil- 
ippine bond issues and real estate. This, of course, would mean 
more intensified cultivation of the Islands.” 

The widow, chatting gailv with her admiring escorts and the 
cynosure of many eyes, was disappearing into the hotel. Arch 
sprang to his feet, a typical, snappy go-getter once more. 
‘See you at dinner,” he said distractedly—and let us pay the 
bill! . . . We’re hoping the widow won’t be in Japan next 
week, because—well, business is business. 
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SCIENCE AND FIRE INSURANCE 
OMMENT in several quarters, and 
particularly in recent issues of the 

New York Journal of Commerce as to 
the possibility of the rating schedules now 
in use in the fire insurance business being 
inadequate or unscientific, or both, brings 
up some questions concerning which little 
has been written, nor have they been 
much discussed. But the suggestion that 
the rating schedules be subjected to a 
thorough investigation at once opens up 
the question as to whom such an investi- 
gation would be entrusted. There are 
engaged in the business a number of 
schedule rating experts, men trained in 


the application of the somewhat compli- | 


cated schedules upon which fire insurance 
rates are based. Some of them are en- 
gineers but many of them probably have 
no technical education whatever and rela- 
tively few are thoroughly trained in sta- 
tistical or actuarial work. They are un- 
organized and there is among them no 
standard of training in any way com- 
parable with that accepted by the actu- 
arial profession in the life or casualty 
branches of the insurance business. There 
is in fact a woeful lack of technical ex- 
perts in the fire insurance business— 
neither is there any effort of moment be- 
ing made to encourage the training of 
such men or to establish standards of pro- 
fessional ability. A spectator on the side- 
lines easily gets the impression that the 
trained fire insurance executive regards 
the school of hard knocks much more 


highly than any of the higher institutions 
of learning. An example of this attitude 
occurred at the last annual meeting of the 
National Board of Fire Underwriters, at 
which a famous scientist and university 
Contrary to all 
expectation and to the evident amazement 
of everyone this scientist showed a re- 
markable grasp of the fundamental prin- 
ciples of the fire insurance business, nor 
were the astute members of the audience 
able to devise any questions to which the 
learned professor did not have a ready 
and satisfactory answer. The incident 
gave rise to the thought that here was a 
man trained in thinking and who exhibited 
a degree of knowledge concerning the 
problems of earthquake insurance which 
was comparable to that which would be 
expected of an actuary in either of the 
life or casualty branches of the insurance 
business. 


professor was a speaker. 


There have been many excellent ad- 
dresses delivered by fire insurance men 
at various meetings, but this was different. 
It was a scientific address and as such 
was rather unique in the annals of the fire 
insurance business. The fire insurance 
rating problem has certainly been attacked 
from a practical standpoint. Has it from 
a scientific standpoint? Many of the 
schedules extant were -ormulated by edu- 
cated men, who were also trained under- 
writers ; but even if it be granted that they 
were all trained scientists, the number is 
exceedingly small and would account for 
less than a dozen in the whole history 
of the business in the country. The 
business needs a combination of both the 
practical and scientific. Furthermore, the 
business needs an organization of rating 
experts which could function much as do 
the three great actuarial societies of this 
country,—the Actuarial Society of Amer- 
ica, the American Institute of Actuaries, 
and the Casualty Actuarial Society. Such 
an organization could take upon itself the 
training of new blood, the recommending 
of standard schedules, rules and forms to 
take the place of the conglomeration with 
which the business is at present cluttered 
up, and the conduct of such investigations 
as are now being proposed. The time has 
arrived for the fire insurance business to 
throw off its indifference to scientific re- 
search and to recognize its own needs 
through the support of a properly con- 
stituted body of fire insurance actuaries 
who would do the work. 


COLONIAL FIRE ORGANIZING 
Strong Board of Directors Announced for 
Jersey City Company 
A new fire insurance company, the Colonial 
Fire Insurance Company of New Jersey, will 
be incorporated under the laws of New Jersey 
and will transact regular fire insurance busi- 
ness. The company is now being promoted and 
the prospectus states that its capital will be 
$500,000 and a surplus of $812,500. The capi- 
tal is divided into 100,000 shares of $5 par, 
and 25,000 of what is termed “founders’ shares” 
are being offered to the public at $10 a share. 
After the “founders’ shares” are sold, a second 
instalment of 25,000 shares will be sold at 
$12.50, of which $5 goes to capital and $7.50 
to surplus. It is also announced that a third 
instalment of 50,000 shares will then be offered 
to the public at $15 per share, of which $10 
goes to the surplus account. The home office 
of the company is given as 75 Montgomery 
strect, Jersey City, and the Union Trust & 
Hudson County National Bank is given as de- 

pository and registrar. 

James F. Pershing is president of the Colon- 
ial Fire. The directors are: Miles Bronson, 
general manager of the New York Central 
Lines; Colonel W. A. Starrett, vice-president 
of Starrett Brothers Construction Company; 
R. F. Outcault, president of the Outcault Ad- 
vertising Company; Fred L. Bloodgood, secre- 
tary to Governor Moore of New Jersey; Col- 
onel Charles R. Van Etten, president of Bos- 
ton Development and Sanitary Company; Wil- 
liam L. Walker, president of .Walker Signal & 
Equipment Company; James T. Mullins, vice- 
president of Denis Mullins, Inc.; E. B. Wright, 
secretary of Dexter Carpenter Company; 
Frank J. Codey, president of Manufacturers’ 
Fire Insurance Company of Red Bank, and 
Clyde Petts, mayor of Morristown, N. J. 


CONTROL OF UNITED MERCHANTS 
PASSES 
R. A. Corroon & Co. Acquire Stock, of 
Jersey City Company 

Another company becoming a member of the 
R. A. Corroon & Co. group is the United Mer- 
chants Insurance Company of Jersey City, the 
former organization having secured all of the 
latter’s stock. While the United Merchants 
future business will be co-ordinated with that 
of the rest of the group, the fire business, 
which is located for the most part in northern 
New Jersey, now on the books of the company, 
will be conserved. 

The organizers of the United Merchants 
were retail merchants, most of whom were of 
German origin. This took place in 1920 and it 
started with $100,000 capital and $25,000 con- 
tributed surplus. In 1921 its capital was in- 
creased to $200,000 and an additional $25,000 
paid to surplus account. Its statement of 
March 31 last shows total assets of $368,653, 
capital $200,000 and net surplus of $160,233, it 
having reinsured its entire policy liability in 
the American Equitable Assurance Company 
of New York. 
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Multiple Line Advantages 








HE Missouri State Life is 

one of the few insurance 
companies providing for the 
sale of Accident and Health 
and Group Insurance in con- 
nection with Life insurance, thus giving 
its representatives three opportunities for 
success instead of one. 
Missouri State Life Accident and Health 
policies give complete insurance coverage. 
The Company issues no limited form pol- 
icies. Every need is anticipated and full 
provisions made for it. Contracts are ab- 
solutely free from restrictive clauses, hav- 
ing been designed to afford patrons the 
broadest possible service and the most 
complete protection. 
Accident and Health is the key to increased 
Life production. It gives the writing Agent 
a tremendous advantage over competition 
in that he has a record of the insured’s age, 
business occupation, and practically all 
other information needed in completing a 
Life sale. And Accident and Health adds 
materially to the Agent’s income. 
Group Life insurance, while a comparatively 
recent development in the insurance busi- 
ness, has already assumed tremendous pro- 
portions. It opens the way to big sales 
and pays the Agent a substantial commis- 
sion. It also affords an exceptional op- 
portunity to make a large number of 
individual sales of Life and Accident and 
Health insurance. Many of the Company’s 
Agents who have sold Group insurance 
policies, and who have taken advantage of 





the opportunities offered by 
the sale of such policies, have 
sold large amounts of individ- 
ual insurance which could not 
have been procured in any 
other way. In addition to Group Life, the 
Company writes Group Accident and Sick- 
ness and Group Accident, Death and 
Dismemberment. Agents are given the 
assistance of specially trained men in 
closing Group prospects. 


Supplementing its Group coverage the Com- 
pany offers its representatives the added 
advantage of writing business on the Salary 
Deduction Plan which enables groups of 
employees working for a common employer 
to purchase regular forms of Life insurance, 
in most cases without medical examina- 
tion, and have the premiums deducted 
from their pay by the employer. By this 
plan the benefits of Life insurance are 
greatly extended and the Agent’s oppor- 
tunities greatly multiplied. 

Through its multiple plan of insurance 
sellinge—Life—Accident and Health—and 
Group, including Salary Deduction, the 
Missouri State Life offers its representatives 
a decided advantage over the one line 
method. Each one of its several lines fur- 
nishes valuable leads to each of the others. 
It is because of its progressive ideas and 
foresighted policy that the Missouri State 
Life has made such a substantial and rapid 
growth, now ranking 19th among the 348 
Legal Reserve Life companies of the United 





States in amount of insurance in force, 


A Great Company Daily Growing Greater 


MISSOURI STATE LIFE 
INSURANCE COMPAN Y 


M. E. SINGLETON, President 
LiFe ACCIDENT 


Home Office: ST. LOUIS 
HEALTH GROUP 
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TO WRITE NON-MEDICAL 
Alabama National Life Also Offers New 
Disability Clause 
The Alabama National Life Insurance Com- 
pany of Birmingham, Ala., has announced 
plans under which it will write non-medical 
insurance. The privilege is extended to cer- 
tain agents who meet stated requirements. 
Limits are between ages 15 to 45, on policies 
of not less than $1000 nor more than $2500. 
All forms are acceptable excepting term and 
modified whole life. Double indemnity and 
total and permanent disability clauses are also 
offered. A unique feature of the plan con- 
sists in a charge of $2 per policy to the agent 
on not-taken policies. Undoubtedly this charge 
will make the agents of the company chary of 
applying for non-medical on risks in the 

slightest degree doubtful. 

The company is also announcing a new total 
and permanent disability clause under which 
the company agrees to pay $10 per month per 
one thousand dollars of insurance upon proof 
of total disability for ninety days. 


Legal Reserve Life Organizing in Topeka 

TopeEKA, Kan., July 17.—The Legal Re- 
serve Life Insurance Company of Topeka has 
applied for a Kansas charter and another coim- 
pany is in process of organization and may ap- 
ply for a charter within a few weeks. The 
incorporators of the Legal Reserve are: Wil- 
liam G. Dorff, Topeka; Fred C. Coe, Topeka; 
Thos. H. Mott, Topeka; J. E. McManes, To- 
peka, and P. L. Reed, Topeka. 

The company has one thousand dollars cap- 
ital and it is announced that it will be a 
straight stock life company and not attempt to 
sell stock with its policies. The other com- 
pany, said to be in process of organization, is 
to be a stock with policy company. 

Witiam G. Dorff is now an agent for the 
National Reserve Life Insurance Company of 
Topeka and Fred Coe is one of the district 
managers for the Liberty Life of Topeka. The 
other incorporators are men who have _ had 
some experience in the life insurance business. 
The application for the charter asks for 
authority to write all forms of life insurance, 
annuities, endowments, disability, accident and 
health insurance and any other forms which 
are permitted other insurance companies oper- 
ating in Kansas. 


Sun Life in Massachusetts 

A. Stanford Wright of Boston has been ap- 
pointed agent by the Sun Life of Canada, 
which has been licensed to do a general life in- 
surance business in Massachusetts. Some time 
ago the company applied for admission to the 
State. but was refused owing to some tech- 
nicality in the law regarding deposits, which 
has been overcome by a recent amendment to 
the law. The company, on the Massachusetts 
standard, has a deposit capital of $200,000 
and a net surplus of $5,580,660 for its United 
States branch. E. W. Owens of Detroit. 
Mich., is resident United States manager of 
this branch, 


OFFICERS ELECTED 


Monarch Life Completes 
Organization 


BUSINESS LIMITED TO MASONS 


Clyde W. Young to Head Running Mate 
of Monarch Accident—Licensed in 
Massachusetts 
Clyde W. Young, president of the Monarch 
Accident Insurance Company of Springfield, 
Mass., has been elected president of the Mon- 
arch Life Insurance Company of the same ad- 
dress. The other officers are identical with 
those of the Monarch Accident, as follows: 
Vice-president, Gurdon W. Gordon; secretary, 
Carlton E. Nay; treasurer, Louis C. Clarke; 
assistant secretary, Charles H. Munsell; assist- 
ant treasurer, Henry M. Graham: medical ad- 
visor, Dr. T. F. Dexter; actuary, Will T. 
Eldridge; registrar, Earle J. Cadwell: agency 

supervisor, James W. Blunt. 

Adopting a practice similar to that of the 
Monarch Accident, the life company will re- 
strict its business to members of the Masonic 
fraternity with the exception that it will write 
members of the Eastern Star. The Monarch 
Life has been licensed by the Massachusetts 
Insurance Commissioner under a_ special 
charter by act of the Massachusetts Legislature. 
Its territory will be broadened as rapidly as 
possible until it is identical with that of the 
Monarch Accident, which is now licensed in 
thirty-nine States and the Dominion of Can- 
ada. 


TERRITORY INCREASED 
Hoey, Ellison & Wendt to Cover Metro- 
politan Area for Equitable of lowa 

Hoey, Ellison & Wendt, Inc., general agents 
for the Equitable Life Insurance Company of 
Iowa, have been given control of the company 
over the whole metropolitan area, including 
the five boroughs of greater New York, Long 
Island and Northern New Jersey. Until last 
week the agency has limited its operation to 
Manhattan and now, in order to pronerly carry 
out this expansion, it has opened four branch 
and agency offices: Military Park building in 
Newark, with W. C. Wanbaugh in charge: 
189 Joralemon street, Brooklyn, with Walter 
L. Klee in charge, for Brooklyn, Queens and 
Long Island; one for the Times Square area 
at 1270 Broadway, under the supervision of 
J. C. Handshoe, and the Bronx office, at 301 
Fast 140th street, will be under Ranni & Rosen- 
man. The headquarters of the agency will be 
kept at o9 William street. 

The corporation of Hoey, Ellison & Wendt, 
Inc., the combination of the Paul R. Wendt 
agency and the Hoev & Ellison agency, was 
formed January 1 of this vear. The quota set 
for the entire year by the home office was ex- 
ceeded during the first six months of the 
agency’s operation, with a paid-for production 
of $4,042,000. Previous company records for 
production by any one agency were broken in 
four of those months. 
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AMERICAN CENTRAL AGENTS HONOR 
PRESIDENT 
Month Set Aside for Special Production 
Ends With W. D. McWilliams Leader 
Representatives of the American Central 
Life Insurance Company, Indianapolis, have 
just completed a month of special production 
efforts in honor of President Herbert M. 
Woollen. A splendid volume of completed 
business between June 16 and July 15 consti- 
tuted the tribute, which was characterized by 
keen rivalry throughout the entire field. 
Superintendent Walter D. McWilliams 
(Michigan), with a remarkable spurt at the 
finish of the testimonial, won the grand prize 
for leadership in personal production, as well 
as supremacy for the Wolverine superintend- 
ency over all others. The grand prize con- 
sists of a gold trophy in the form of a shield, 
mounted on a mahogany base. Engraved on 
the shield is the name and State of the grand 
prize winner, whereas surrounding it—on the 
mahogany—the names of the various State 
leaders are engraved on small bronze plaques. 
In addition to this beautiful award, Mr. 
McWilliams earned two of three handsome sil- 
ver pitchers. The first pitcher went to him 
by virtue of the leadership of his superintend- 
ency—the second, through his victory in per- 
sonal writing. The third silver pitcher was 
won by District Manager Roy W. Webster 
(Iowa), whose agency led all other districts 
in volume of completed business. 


In Memory of Henry S. Robinson 

Tue Specrator has received from President 
James Lee Loomis of the Connecticut Mutual 
Life Insurance Company, Hartford, a hand- 
some brochure issued in memory of the late 
Henry Seymour Robinson, former president 
of the company. It contains an excellent por- 
trait of Mr. Robinson and tributes in his mem- 
ory, including the resolutions adopted by the 
hoard of directors of the Connecticut Mutual 
Life, the board of trustees of the Hartford- 
Connecticut Trust Company, the vestry of 
Trinity Parish, the executive committee of the 
Association of Life Insurance Presidents, the 
board of trustees of the Mechanics Savings 
Bank, the board of trustees of the Wadsworth 
Atheneum, the board of trustees of the Wat- 
kinson Library, and the board of directors of 
the Hartford Fire Insurance Company. It 
also contains memorial tributes to Mr. Robin- 
son from various Connecticut newspapers. 


Illinois Bankers Life Establishes Publicity 
Department 

Establishment of a new department, which 
will handle the advertising and printing of the 
Illinois Bankers Life Association, of Mon- 
mouth, Ill., was announced July 13. 

A. W. Barnes, former business manager of 
the Monmouth Review Atlas, a newspaper 
man of twenty-five years’ experience, was se- 
cured to take charge of the department, and 
began his duties this week. 














THE SPECTATOR 























ETNA LIFE INSURANCE COMPANY 


Etna Casualty & Surety Co. Standard Fire Insurance Co. 
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Being in\Many Places 


weN 
at the Sanie Time! 


N these days of Keen competition with so 
many things — a person’s atten- 
tion, the thought often arises ‘How I wi 


I might be in twe places at the same time!” 


Thanks to advextising, the ¥Etna-izer can 
be in many places \at the samextime. For 
while he is in person\at his office or inter- 
viewing some prepared prospect, hiN‘other 
selves” are doing the a a ee 
tionai work for him. %\ 


The A&tna’s magazine a a 


local newspaper advertisements, folders, 
booklets, blotters, theatre slides\ souvenirs, 
special sales material and all the\rest are 
really “extended personalities” of the AEtna 
agent, gaining the acquaintance and \confi- 
dence that will be so helpful when he Xalls 
in person to write the business. \ 


It certainly pays to be an Attna-izer! 
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EUGENE 0. BURGET REWARDED FOR 
LONG SERVICE 
New President of Peoples Life Active in 
Company Since Organization 
In 1906 the Peoples Life Insurance Company 
of Indiana was organized at Frankford, Ind. 
It began business on an assessment basis but 
soon changed to a mutual legal reserve com- 
still, it was reorganized as a 
During the entire history of 
3urget has been 
His long and 


pany. Later, 
stock company, 
the organization Itugene O. 
secretary and general manager. 
highly successful service was rewarded by 
election to the presidency of the company, as 
announced in THE SPECTATOR last week. 


During Mr. Burget’s incumbency as general 





BURGET 


EUGENE O. 


manager the company has grown steadily and 


soundly. It has assets of well over three 


million dollars and its insurance in force, as 
of July 1, 1926, amounted to $39,745,185. 

Mr. Burget has Middle 
Western life served a 


term as vice-pres‘'dent of the American Life 


been active in 


insurance circles. He 
Convention, has been prominent in its commit- 
tee work, and is now chairman of its impor- 
tant finance committee. He is a member of the 


executive committee of the Indiana Associa- 
tion of Legal Reserve Life Insurance Compa- 
nies. Mr. Burget is also active in civic af- 
fairs. He served two terms as president of 
the Frankfort Chamber of Commerce and has 
been 


a member of its board of directors for 


the past ten years. 


Bankers Life Company’s June Record 
Salesmen of the Life 
Des Moines, Iowa, who in June wrote a new 


Jankers Company, 
all-time monthly record in honor of President 
Gerard S. Nollen, nearly tripled the produc- 
tion of the company’s first President’s month, 
The rec- 
ord for June of this year was $23,548,792 in 


observed a decade ago in May, 1916. 


new examined business. In May, 1916, the com- 


Pays production was $8,004,440 


Indiana Agents of Western and Southern 
Meet 

INDIANAPOLIS, IND., July 17.—Fifty agents 
and managers of the Marion and Kokomo dis- 
tricts of the Western and Southern Life In- 
surance Company, of Cincinnati, Ohio, met at 
a dinner in the Spencer Hotel, Marion, Ind., 
recently, for a general get-together. 

The chief object of the meeting was to 
talk over the business and get the agents and 
managers acquainted. It was the first meeting 
of its kind held by the company in Marion. 


Executive Committee of New York Life 
Underwriters Organizes 

Peter M. Fraser, general agent in New York 
for the Connecticut Mutual Life, was elected 
last week chairman of the executive commit- 
tee of the Life Underwriters Association of 
New York. The meeting of the committee took 
place in the offices of Johnston & Collins last 
week. Mr. Fraser was secretary of the commit- 
tee and succeeds W. R. Collins, who has just 
heen elected president of the association. 


SOUTHLAND LIFE’S NEW TRADE- 


The 


vertising. 
Mountain, 


Southland 


near 


Atlanta, 


MARK 

Dallas Company Announces Design Which 
Will Feature Future Advertising 

Life Insurance Company, 
Dallas, Texas, has announced a new trade-mark 
which will feature the company’s future ad- 
It consists of a cut-out of Stone 
with an 


Ga., 


inset 





f 
| 
| 
| 
| 














the inset is 
South.” 


SouTHLAND LirE’s TRADE-MARK 
showing part of the famous Gutzon Borglum 
design for a Confederate Memorial. 
the inscription 





“Solid As 





Name of Company 


PP A CE eee 1,730,365 
MC ATANGE ID CONN ec oaro cies iniereivierdeie'etecdente 8,735,720 
CUNSCEGGEIVS EAIG. 6 xc bo ccccwe viescee wesc 2,635,257 
Excelsior Life, Canada®........ccccccccecs 0 8,241,679 
Se 
Great West Life, Canada................. 31,085,768 
Great Norther, Wise... oi. ccc cccccccc 3,427,454 
Inter 1ational Life & Trust................ o 391,243 
I Io. o ia 05d wha he cles 6 wre chance , 7,672,255 
La Souvegarde Life Canada.............. 0 2,399,600 
Pancome National UNG... ode. cc ccs eceke : 60 483,950 
& © @évededs 
Londo Life, Canada 6 xe ccscckc.c cetics con Oo 18,677,219 
t 16,883,693 
g 2,600,800 
Bu | | OG | ae ae ae a eee a 0 2,658,184 
MM ii oihiinionSecaadsbeces “197,768,643 
National Life & Acc............ .0 12,673,500 
Liew tanes i 42,392,933 
National Savings, Kansas................ 2,528,915 
Nosthiwesteriy Uiieay: cis c 6 cccccccececvoces 212,520 
eRe NRIs os Fc ci attrnciu od. eddie 49,656,000 
GN RENNER aco ore rerecln encadesde nec ufaacda 0 15,967,427 
Peoples Life, I... 0.0... cece cceeeeeeces. 0 2,378,337 
| eeeideae 
PAW CWSI oo ech nc ore sd hee oe 0 6,420,041 
i 36,444,972 
Chine Pa wien. cla cencendewedacewns t 6,357,746 
g 69,873 
PBs Oo OD | | a a ea eer 3,999,427 
Saskatchewan Life, Canada............... 1,336,835 
SOR UICOH RMON OS ho oasis cao hecehe cous een 0 2,000,000 
; <- + ceeooued 
SSI) 7 |: a te) 6,069,413 
g 637,000 
SOMEONE CHANOS ere irus ie need haw de oes waar 8,527,000 
SOUR ENN ie oo 5 sso ero were baw s oes 14,547,388 
IN MRNMIDIIERT ele ke oe axe Lig Bitar ep cn ns Gidea codec 3,019,995 
SUGEE OOROEVOEN BOW 65d :scons de cloawnsees 1,300,000 
litt Este of Ganadasc. osc 5) cick osjaccuccnn ty) 97,026,995 
g 25,842,005 
Texas Life 5,077,000 
‘Dire Umber COmGral yc oiiccscs co vacuo once se 97,942,807 
WCE OST Co er eee = 1,161,750 
"REACCICOS COUIADNE «. 5 i nccceemes ce wencwes 631,500 
UGH HOMEMEIRs oo veccoc ce cdiedacewneneue 1,000,000 
United Fidelity, Dallas: .....065 6c cccscccees 3,133,100 
United Lite & Aceigent ¢ i oicccc-ccsnscsees 6,578,038 
Write Statee RG cece cc csewecendecus 0 2,089,454 
NR ons vsn ero unas edadead F 1,174,000 
Wickorsebilete eh sie tesecuactoonenenene 2'000,000 
Victory National, Tampa, Fla.............0 2,855,634 
g 223,500 
Wee BOE coe vdeo vec ncaseweccenoes as 9,640,544 
WEGHE CNN os cik hwnd oa oe ae ews ae neaeee eas o 12,175,052 
g 68,100 
Weaterit & Souther occ oc oc ciewcccinsesds 0) 27,352,400 
i 77,800,319 
Western Protective. 2.66 ccccsccccne. 522,600 
o Ordinary. i Industrial. g Group. * Written Basis, 





9 


1,485,500 
8,869,400 
2,432,533 
6,350,813 


31,739,168 


3,207,383 

499,750 
6,471,904 
2243'750 


200,250 
49,267,776 
17,242,817 

70,800 
1,658,355 
5,064,567 

26,542,476 


2,960,203 

133,535 
2,947,876 
1,376,050 
2,100,000 
6,276,516 

338,800 


12,908,564 
1,700,643 
960,000 
83,600,000 
8,500,000 


4,628,625 
100,010,825 


387,500 


3,597,403 
6,719,339 
2'364,815 

15,500 
1,320,000 
2'800,000 


2,340,998 
8,703,611 
11,189,333 
308,700 
22,405,100 
48,166,272 


+ Estimated, 


SUPPLEMENT TO BUSINESS FIRST SIX MONTHS OF 1926 


Business Paid for First Six Months Business in Force July 1 
1926 925 925 





Across 


The 


1926 5 
16,107,000 14,172,000 
67,023,105 63,683,924 
20,890,000 19,161,541 
65,993,209 58,607,772 

16,§ 18,279 
435,648,338 399,440,369 
27,956,736 24,052,871 
9,810,834 9,839,015 

141,100 121,700 
59,998,580 51,700,648 
21,190,248 19,269,063 

165,500 140,000 

429,695,626 371,401,586 
1,452,500 1,522,500 
143,041,407 123,182,382 
84,107,493 69,929,546 
6,483,800 1,347,450 
21,429,136 19,446,804 
1,919,318 1,838,838 
*2,028,713,144 *1 877,679,835 
59,273,850 46,720,900 
145,162,723 125,101,937 
11,517,918 6,912,955 
1,131,969 603,528 
+609, 100,000 560,749,240 
145,611,718 130,868,240 
4,277,550 3,356,250 
11,277,222 9,152,686 

248,061 285,465 
32,250,856 26,899,351 
93,723,169 74,343,924 
16,756,862 12,534,553 

850,392 769,798 
20,732,312 16,741,345 

9,407,329 8,086,801 
9,921,100 5,000,000 
22642635 8 §§ _sssaes aa 
45,354,662 38,265,62 
1,068,900 488, 
63,567,000 = ssscecs z 
108,227,961 93,668,483 
23,742,712 20,413,249 
4,025,000 1,800,000 
1,062,672,524 921,392,445 
73,327,476 40,234,708 
1,264,464,956 1,156,764,491 
3,780,591 3,120,809 
4,555,7°4 3,826,649 
1,000,000 javaune aa 
21,724,898 19,465,477 
47,313,240 41,452,474 
29,124,766 27,942,662 
eve aataras 457,500 
5,753,500 4,630,000 
13,000,000 11,000,000 
10,528,897 4,860,427 

225,00 82 i(‘(‘(‘=‘t COO 
88,598,551 79,199,243 
86,757,842 76,092,421 

6,929,605 6,152,285 
149,927,836 125,568,029 
339,358,058 292,721,720 

Lise 00 hchermwinne 
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BUREAU EXPANDING 


Taking New Quarters in Residential 
District of Hartford 


IMPORTANT RESEARCH WORK 


Organization Has Proved Value as Aid 
to Agency Officers 


Five years ago this month, the first efforts 
were made by the officials of the Association 
of Life Agency Officers to organize a bureau 
for the study of agency problems. It was 
called a research bureau—a name which popu- 
lar opinion frequently coupled with so-called 
unpractical and theoretical activities. But the 
idea persisted that such an organization could 
fill a need long unrecognized, and before the 
end of the summer of 1921 a group of ten 
companies had agreed to support it to the ex- 
tent of contributing $500 apiece. 

This Bureau—now firmly established in the 
life insurance business of the United States 
and Canada under the name of the Life In- 
surance Sales Research Bureau—is just mov- 
ing its offices in Hartford, and the move is in- 
teresting for two reasons—first, because it is 
one more example of the recognition that the 
insurance business can do better work when lo- 
cated away from the down-town district; and 
second, because in the short period of the 
Bureau’s existence it has achieved a size such 
that it must move for the third time to larger 
quarters. 


AGENCY OFFIcers ACTIVE 

The few agency officials who were active in 
the Association of Life Agency Officers at the 
time the Bureau was originally conceived were 
W. E. Taylor of the Equitable, Isaac Miller 
Hamilton of the Federal, and Winslow Russell 
of the Phoenix Mutual. These men had the 
idea that a central office could do for com- 
panies what they either could not do alone or 
could do only at much greater expense. But 
this idea was so new in the agency field of 
Canada and United States life insurance that 
their contemporaries in other companies were 
doubtful of the plan, and during the summer 
of 1921 a great deal of “missionary work” was 
done in order to secure the necessary co-opera- 
tion of other companies. When the meeting 
of the Association of Life Agency Officers was 
held in the fall of that year, it was found 
that the following companies were all that had 
definitely agreed to support the Bureau: the 
American Central, the Atlantic, the Continental 
of Delaware, the Equitable of the United 





Home Office Man 
WANTED 


A small, well-established eastern life 
insurance company would like to secure 
a man who has had home office experi- 
ence, particularly policy issuing. Address 
I. L. E., care of THE SPECTATOR. 











States, the Federal, the Guardian, the Jeffer- 
son Standard, the Lincoln National, the Na- 
tional Fidelity, the Phoenix Mutual, the Stand- 
ard of Pittsburgh, and the Union Central. 
Even with that very limited financial support, 
it was decided to go ahead, and, accordingly, an 
agreement was entered into with the Carnegie 
Institute of Technology whereby the Bureau 
could become a part of the research organiza- 
tion of that institute. Actual work was begun 
in January, 1922, and within a few months it 
was apparent that an increasing number of 
companies would support it. 

By the end of 1922 the Bureau had developed 
so rapidly that the membership had risen to 37, 
and it was decided to make the Bureau an in- 
dependent organization, with offices in New 
York. The space thus secured was adequate 
for only 18 months, and it then became im- 
perative to seek larger quarters. Economy of 
management pointed to the desirability of mov- 
ing to Hartford and this move was accom- 
plished in June, 1924. 

The Bureau began its career in Hartford by 
locating in the building occupied for over 50 
by the Hartford Fire Insurance Com- 
pany, and this space has been wholly satis- 
factory until the present time. Into this office 
have come agency officers from all over the 
United States and Canada, and the Bureau's 
guest book shows the signatures of men high 
in the agency affairs of many companies. One 
of the outstanding things about the Bureau is 
the unprecedented degree of co-operation be- 
tween the larger and the smaller companies, 
and this is nowhere better exemplified than in 
the personal relations now existing between the 
agency officials themselves. 


years 


The new move takes the Bureau out to the 
residential district of Hartford, where it will 
be a neighbor of the Hartford Fire and of the 
Connecticut Mutual. In recent years there has 
been such a remarkable movement away from 
the down-town section that today the follow- 
ing companies have either actually moved to 
the residential district or have plans for doing 
so in the near future: the Hartford Fire, the 
Connecticut Mutual, the Connecticut General, 
the Phoenix Mutual, the Etna Life, the 
7Etna Fire, the Phoenix Fire, the Rossia, the 
Orient, and the Scottish Union. 


M. A. Linton Is CHAIRMAN 

The Bureau’s affairs have been directed since 
its inception by an executive committee, of 
which Oliver Thurman of the Mutual Benefit 
was the original chairman. He was followed 
by Charles Hommeyer of the Union Central, 
and this year M. A. Linton of the Provident 
Mutual is chairman. He has been assisted by 
W. J. Arnette of the Volunteer State as vice- 
chairman, as well as by the following other 
well known agency officials: Philip Burnet of 
the Continental, O. J. Lacy of the Minnesota 
Mutual, K. A. Luther of the A£Ztna Life, G. 
K. Sargent of the Mutual of New York, 
James W. Simpson of the Sun Life, R. W. 
Stevens of the Illinois Life, and Oliver Thur- 
man of the Mutual Benefit. 

The Bureau’s staff consists of twenty per- 


Io 


sons at present, and it will be enlarged by the 
addition of several new members as soon as 
the Bureau is scttled in its new house. John 
Marshall Holcombe, Jr., a son of the late John 
M. Holcombe, for many years president of the 
Phoenix Mutual Life Insurance Company, jg 
manager of the Bureau. 





DEATH OF HENRY LOUCKS 
Vice-President of Peoria Life Succumbs 
to Heart Disease 


Henry Loucks, 62 years old, vice-president 
of the Peoria Life Insurance Company, Peoria, 
Ill., died last Friday at the St. Francis Hos- 
pital in Peoria, from a complication of heart 
disease and diabetes. 

Mr. Loucks had been associated with the 
Peoria Life Insurance Company since the time 
of its organization in 1908, when he took charge 
of the agency force. In 1922 he became vice- 
president of the company. His activity and 
energy were manifested at all gatherings of in- 
surance men, and he belonged to the Life 
Agency Officers Association and other insur- 
ance associations. He was vice-president of 
the Bank of Peoria and vice-president of the 
Marquette Hotel Company, besides holding 
membership in the Creve Coeur and Automo- 
bile Clubs. Mr. Loucks was probably one of 
the best-liked and most popular men in the 
local business world of his city and his death 
brought widespread grief. He is survived by 
his widow and two daughters. 


Southland Life Rate Changes 
Paul V. Montgomery, vice-president and 
actuary of the Southland Life Insurance Com- 
pany, of Dallas, Tex., has announced new re- 
duced premium rates for ordinary life endow- 
ment at age 85 and 20-payment life endowment 


at age 85. The rates, without disability bene- 


fits : 
Ordinary 20-Pay- 
Age Life ment Life 
BO aos scum iaesiatnctataleteers 13.82 21.80 
ERG a astetnare th Oa ae retatery 20.66 28.08 
NO sdchiavoie cis old arol eienpvaroreberes 37-93 44.53 
BO ic siveiitic acta che ere . 63.81 66.07 


The premiums for term policies have béen 
similarly reduced and lower rates quoted for 
endowments without the disability feature. 

Southland Life policies heretofore have in- 
cluded the premium waiver feature. <A sep- 
arate set of rates is now included for this 
feature. 

In addition to announcing the reduced rates, 
the company has announced a new policy for 
the company to be called “life—paid up at 
age 65.” The policy provides for payment of 
the sum insured at death of the insured with 
premiums payable from date of issue until the 
insured reaches the age of 65. The premium 
rate is a trifle higher than for ordinary life 
policies and much lower than for 20-payment 
life policies. Premiums under this policy will 
he made during the productive years and will 
yhen as a rule the earning 


cease at age 65, 
power decreases. 
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LIFE WRITINGS INCREASE 





Life Presidents Reports Ten Per Cent 
Gain in Six Months 





JUNE BUSINESS UP 





Group Continues to Show Biggest Gain— 
Nearly 40 Per Cent More Than First 
Six Months of 1925 
Writings of new life insurance by United 
States companies were 10.6 per cent greater 
during the first six months of this year than 
of 1925. The increase for June was I1.3 per 
cert. These facts are indicated by a report 
forwarded, last week, by the Association of 
Life Insurance President to the United States 
Department of Commerce for official use. The 
compilation aggregates the new business rec- 
ords—exclusive of revivals, increases and divi- 
dend additions—of 45 member companies, which 
have 81 per cent of the total volume of life 
insurance outstanding in all United States legal 

reserve companies. 

For the six-month period, the total new 
business of all classes written by the 45 com- 
panies was $5,675,000,000, as against $5,133,- 
900,000 during the same period of 1925—an in- 
crease of 10.6 per cent. New ordinary insur- 
ance amounted to $3,965,000,000, against $3,- 
702,000,000—a gain of 7.1 per cent. Industrial 
amounted to $1,292,000,000, against $1,131,000,- 
ooo—an increase of 14.2 per cent. Group 
amounted to $418,000,000, against $299,000,000 
—an increase of 320.6 per cent. 

For the month of June, the total new busi- 
ness of all classes was $984,000,c00, against 
a gain of 





$884,000,000 during June of 1925 
11.3 per cent. New ordinary 
amounted to $705,000,000, against $638,000,000 
—a gain of 10.4 per cent. Industrial amounted 
to $209,000,000, against $198,000,000—a gain of 
5.7 per cent. Group was $69,000,000, against 
$48,000,000-—a gain of 45.7 per cent. 


insurarice 


Equitable Life of Iowa Convention in 
Chicago This Month 


More than 250 agents, general agents, agency 
managers and home office officials will attend 
the 1926 annual convention of Equitable Life 
of Iowa Club members in Chicago, July 28, 
29, and 30. The convention will be held at 
the Edgewater Beach hotel, where a three-day 
Program of instruction and entertainment will 


be given. 

Among the speakers at the convention will 
be President H. S. Nollen, Vice-President and 
Treasurer W. F. Hubbell, Vice-President and 


Superintendent of Agencies H. E. Aldrich, 
Second Vice-President and Secretary B. F. 


Hadley, Assistant Secretary S. A. Swisher, 
Jr., Associate Actuary R. C. McCankie, As- 
sistant Actuary P. C. Irwin, Field Supervisor 
R. E. Fuller, Earle E. Smith of the Agency 
Department, General Agent A. Anderson, St. 
Louis, and General Agent J. B. Moorman, Cin- 
cinnati, 





INCIDENTALLY 








HIS is the open season for agency con- 

ventions. During the next few months life 
insurance company officials from Maine to 
California will busy themselves with details of 
programs, transportation, entertainment, etc., 
all matters which have little to do with life 
insurance except indirectly. Every agent who 
has toed the $100,000 mark will joyfully jour- 
ney forth, either to the home office of his com- 
pany or to some resort chosen by its officials, 
there to learn a little, play a little and talk 
about themselves quite a lot. Altogether, it is 
evidence of a curious psychology. If a com- 
pany were to forego the annual agency con- 
vention, and offer instead a cash prize to the 
agents producing the desired quota of business, 
there would be a distinct falling off in the num- 
ber of $100,000 agents. A free trip, or, in fact, 
a free anything, carries a much greater appeal 
than an offer of cash. There are so many 
things that could be proved from this con- 
clusion that we will not attempt to go any 
Do your own philosophizing ! 

x ok Ox 

ECENTLY this paper printed an item re- 
ferring to the efforts of agents of Detroit 


further. 


to secure the annual convention of the Na- 
tional Association of Life Underwriters in 1927 
for that city. A delegation with go to At- 
lantic City for that purpose. Likewise the 
Texas association will send on a delegation 
prepared to do its utmost to get the 1927 meet- 
ing for Dallas. It has frankly announced that 
it supported the Philadelphia association last 
year in return for its support this year. This 
looks like a battle of cities, with the winner 
doubtful. If most any organization but that 
of the life underwriters 
would say that the city offering the most en- 
tertainment would win. But perhaps the life 


insurance agents are too serious for that. 
oe oe 


were involved we 


T least one palm for life insurance pro- 
- duction goes to A. V. Knight, an agent 
of the Reliance Life Insurance Company of 
Pittsburgh, who operates in Goodman, Miss. 
At that company’s convention held recently, 
were brought out the facts upon which the 
award might well be based. Mr. Knight did 
not write anyone for $1,000,000, or even for 
He wrote 36 people for a total of 
That does not 


$300,000. 
$121,000 of life insurance. 
sound like much, but he did it in a village hav- 
ing a total white population of 264. Of this 
number there were 51 having dependents, and 
To write 





of the 51 there were 13 uninsurable. 
36 policies under such conditions is a real sales 
results 


achievement, far overshadowing the 


obtained by many a so-called “star producer.” 








Actuarial Society Meeting 
On October 28 and 29 the fall convention of 
the Actuarial Society of America will meet at 
the Mayflower hotel in Washington, D. C. 
The society’s last meeting was held in New 
‘ork in June. 
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CONFIDENCE EXPRESSED 


State Officals Write to Illinois Bank- 
ers Life Association 


LITIGATION SUSPENDED 


Officers Commended for Co-operative 
Spirit Which Enabled Settlement of 
Points of Difference 
Commendation of the management of the 
Illinois Bankers Life Association of Mon- 
mouth, Ill., is expressed by Oscar E. Carl- 
strom, attorney-general, and H. U. Bailey, 
director of trade and commerce, Springfield, 
Ill., in a letter received by the association fol- 
lowing dismissal of the recent litigation by the 

attorney-general. 
The letter, which expresses full confidence 
in the future of the company, reads as follows: 


To the Officers and Directors of the Illinois 

Bankers Life Association: 

We desire to attest our appreciation as pub- 
lic officials of the State of Illinois, of the co- 
operation accorded by the officers, directors and 
legal counsel of your said Association, which 
has resulted in disposing favorably of many 
of the points of contention raised by the State 
of Illinois with reference to the affairs of said 
Association. 

The progress made by stipulation resulting in 
the suspension of all present litigation, and the 
assurance of further co-operation, gives com- 
plete confidence that all matters remaining will 
likewise be amicably adjusted and a_ sound 
basis for complete confidence in the stability 
and sound financial future for the Association 
established. 

The present financia! condition of the Asso- 
ciation, protected by a reserve and surplus of 
approximatelv $5,000,000, should occasion a 
complete confidence in its future under proper 
management. 

Very respectfully, 
Oscar E. CArLstRom, 
Attorney-General. 
H. U. Baltrey, 
Director of Trade and Commerce. 





Cotton States Life Appointments 

A. H. Hanmond, who, for the past two 
vears, has been general agent of the Cotton 
States Life Insurance Company, Nashville, 
Tenn., in middle Tennessee, has been appointed 
agency manager of the company and the Gen- 
eral Agency has been filled by George Hicks. 
Mr. Hicks was with the Life and Casualty In- 
surance Company of Tennessee for many years 
and is well qualified for the position of gen- 
eral agent. 

The company has given the Western part of 
Tennessee to C. W. George 
Taylor, the new agency to he known as Cop- 
pedge & Taylor, and thev expect to build this 
agency to one of the largest in the State. 


Coppedge and 


George Washington Life Appointment 

The George Washington Life Insurance 
Company, of Charleston, W. Va., announces 
the appointment of C. F. Bunn as general agent 
at Huntington, W. Va., controlling the so- 
called Huntington, Logan and Williamson field. 
Mr. Bunn is an experienced life underwriter, 
having been formerly connected with one of 
the large companies of New York city. 
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PHOENIX: 
ASSURANCE COMPANY, LTb. 


of London 
100 William St., New York 


PHOENIX. 


INDEMNITY COMPANY 
123 William Street, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commo- 

tion, Public Liability, Workmen’s Compensation, Burglary & 
Theft, Accident & Health, Plate Glass. 



































ts HAMPTON ROADS 


FIRE «2 MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


Henry G. BARBEE JAMESA. BLAINEY GEORGE A. MorIN 


President Vice-Pres. and Manager Under 
Secretary Fire Dept. 





The Magic Trunk 


There is an old fairy tale about a magic trunk that at his wish 
carried its owner wherever he wanted to go. 

Of course, we know that it is not a true story. We know that 
traveling with a trunk or any luggage is no wishing matter. 


It isa worrying matter. The hazards that threaten our bag- 
gage, as it is transported by motor, train or steamer, are many. 


Every citizen of your community should have a Personal 
Effects Floater policy, necessary all the year round. It affords 
them protection for their personal belongings when these are 
outside of their permanent residences or in storage, or in the 
customary garage premises. There is nothing better to offer 
your clients than a Personal Effects Floater policy in the First 
American. 


A revised edition of ‘‘Your Personal Effects’ fully explaining 


the Personal Effects Floater is ready for distribution. Have you 
written for your supply? 


FIRST AMERICAN 
FIRE INSURANCE COMPANY 


INCORPORATED 1925 


Eighty Maiden Lane, New York, N. Y. 


ERNEST STURM, CHairman oF THE Boaro. 
PAUL L.HAID, Presipenrt. 


CASH CAPITAL — ONE MILLION DOLLARS 
NEW YORK CHICAGO MONTREAL f SAN FRANCISCO 





























REINSURANCE 


FIRE and CASUALTY 


ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 


of New York 


AMERICAN RESERVE INSURANCE CO. 


‘of New York 


LINCOLN FIRE INSURANCE COMPANY 


of New York 


THE FIRST REINSURANCE COMPANY 


of Hartford 





115 BROAD ST., HARTFORD, CONN. 





THE DRUNKEN HERCULES 
RUBENS’ MASTERPIECE 
The original of this famous picture, lost’ for one 
hundred years, now found in Dresden, in the private 
gallery of former King of Saxony. 


Is It Insured ? 


PAINTINGS, STATUARY, WORKS OF ART, ETC: 
Insured against’All Risks” Including breakage. 
wherever ‘such property. may be located. 


A. Ff. SHAW & COMPANY 


80 Maiden Lane ‘ Insurance Exchange 
New York City zi i a Chicago, Ill., 
General Agents - ‘All Risks” Department 


Q wt 
faite” Fire & Marine Insurance Co. 
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NEW YORK SURVEYS 

Fire Report.—Automatic Sprinkler Bulle- 
tin No. 2349 of the New York Fire Insurance 
Exchange reports 47 fires in sprinklered risks, 
ihe resulting damage of which has been graded 
One, large; 13, considerabie; 12, 
slight; 3, 


as follows: 
moderate; 4, 


none. 
A Unique Record.—On July 18-19, no 
fres for twelve hours were reported from the 


very moderate; 14, 


Boroughs of Queens and Richmond. 

State Rate Making. — Another 
Louisiana, has gone into the rate-making busi- 
this 


State. 
much further is movement 
going to go? When the anti-discrimination 
laws started in one State they soon spread to 
other States. and now apply generally through- 
out the United States in principle if not in 
statute form. The first State to have a State 
Commission for rate making was Texas. That 
step was not followed until within a year or 


ness. How 


two, although it was adopted by Texas some 
years ago. Now there seems to be a move, 
largely in the South, for this form of rate 
making. If it spreads to the Northern States, 
where large premiums are involved, the result 
may not be pleasing to the companies. There 
is a basic fact in rate making that is all too 
frequently overlooked, and that is, that it is 
not within the power of the State to make the 
companies write the risk. The theory of this 
is sound, but in practice the companies, if they 
are to continue in business, find them- 
selves writing a many lines, although 
they know by experience that the rates are too 
low. They will write them rather than raise 
the entire issue in regard to the matter. It 
must be said that, so far as Texas is concerned, 
the results of the State Commission rating have 


Possibly the personnel 


may 


good 


not been disastrous. 
of the commission has had much to do with 
this. 


FROM SAN FRANCISCO 

Oil Association’s San Francisco Office.— 
The Oil Association is to establish an office 
in San Francisco before the end of this month 
and Manager H. M. Carmichael is now in San 
Francisco for the purpose of getting the Asso- 
ciation started in California. The decision to 
extend the operation of the Association to the 
Coast was taken at a meeting held by the 
member companies in Hartford on June 25 
when it is said 176 companies voted in favor 
of the proposal with twenty-four companies 
Voting against it. There has been agitation 
for the Oil Association on the Coast ever since 
the Union Oil Company last April which 
caused a loss $6,623,882 to the eleven direct 
writing companies. Through reinsurance the 
loss was fairly well distributed but there were 
many companies which had declined the busi- 
ness when it was offered early this year. 
Pacific Board to Cooperate with Agents. 





There is much rejoicing in California agency 
and brokerage circles because the Board of 
of the Pacific approved 
the proposals made by the Conference Commit- 


Fire Underwriters 


tee of California Insurance Interests calling 


ior the presentation of proposed changes in 


underwriting rules to the producers of the 
business before they are finally promulgated. 
The matter has been pending for about three 
and brokers, working to- 
that 
be enforced put 


decided disadvantage with their clients. 


years, the agents 
announcements 
at a 
This 


board 


gether, contending sudden 


of new rules to them 


came to a “head” recently when the 
announced drastic changes in the rules govern- 
ing the writing of blanket insurance. A storm 
of protests arose and many agents issued state- 
ments refusing to comply. Later a systematic 
campaign to this 
'rought about many conferences between the 
As yet no further action has been 
taken toward rescinding the rule but agents 


action will follow in the 


have new rule rescinded 


ctions. 
are hopeful such 
near future. 

General Agency Rule Revised for Wash- 
ington. —Owing to the contention that the 
new general agency rule of the Board of Fire 
Underwriters of the Pacific conflicted with the 
'aws of the State of Washington paragraphs 
seven to thirteen have been eliminated as far 
as that State is concerned. The action was 
taken at a special meeting of the Board held 
last week and it is said that it throws the State 
back into the same condition as existed prior 
.o the meeting of company presidents in New 
York last December. However, it is pointed 
out, that companies do not desire at this time 
to increase acquisition costs and upon this the- 
ory managers on the Coast feel that the busi- 
ness will remain at least more satisfactory than 
it was before the rule was promulgated. The 
entire general agency rule, known as rule 9, 
stands as adopted for all other States under 
the jurisdiction of the Pacific Board. 

Homestead Fire Appointment.—The Carl 
N. Corwin Company of San Francisco has been 
named general agent for the Homestead Fire 


for the State of California. The arrange- 
ments were made by Ray Decker, general 
agent for the Home of New York at San 


Francisco. The new general agency will re- 
port direct to the home office of the company. 


CHICAGO AND THE WEST 


Auto Thefts Increasing.—With the Chi- 
cago police reporting that 1926 auto thefts in 
Cook county will probably be double the 1925 
underwriters are becoming 


figure automobile 


seriously alarmed and J. D. Vail, chairman of 
the rate committee of the Western Auto Un- 
derwriters Conference, has issued a warning to 
auto owners that an increase in premiums for 
theft insurance is likely at the annual rate re- 


ers are careless, many cars being stolen while 
unlocked. 


Sprinkler Leakage Conference Meets 

Indications are that the sprinkler leakage 
loss ratio for this year will be as high as that 
of the past two years, which was 65 per cent. 
It is feared that the 1926 ratio may even be 
unless the balance of the 
out unusually favorable. 


worse, year turns 
At a recent meeting 
of the Sprinkler Leakage Conference it was 
voted to instruct the rate committee to make 
changes in the rating schedule in order to ob- 
tain adequate rates. 

It was also voted that the committee give 
base 
rates, co-insurance credits and such which can 


complete consideration of the various 


bring about the desired increase. 


LIVE WIRE AGENT i 
“What does that mean, Skipper? 

SKIPPER (aman of the World) 
That isa caution, my friend, always 
Get the Best in THE WORLD.” 
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A Good Company 
to Represent 


The Philadelphia Fire and Marine Insurance Com- 
may is represented by progressive agents every- 
where. : 


It offers the strength of a sound organization, backed 
by wide resources; an established reputation for 
dependability and satisfactory service; and a full 
line of policies representing every needed form of 
protection for property, including the property risks 
of business. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


16th Street at the Parkway, Philadelphia, Pa. 
1711 Chestnut Street, Philadelphia, Pa. 

501 Market Street, Camden, N. J. 

209 W. Jackson Bivd., Chicago, Ill. 

125 Turnbull Street, Hartford, Conn. 

200 Bush Street, San Francisco, Cal. 

Trust Company of Georgia Bidg., Atlanta, Ga. 














DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 











Capital and Surplus Over $3,000,000.00 





FIDELITY AND SURETY BONDS 
EXCLUSIVELY 





Valuable Agency Zerritory Available 





CORRESPONDENCE SOLICITED 








Thursday 














Central States Life 


Insurance Company 
St. Louis, Mo. 








General Agency Openings 

in 
ILLINOIS 
MINNESOTA 
SOUTH DAKOTA 


FLORIDA 
TEXAS 
UTAH 





Assets $6,500,000 





Insurance in Force 
$65,000,000 


> Natio 


























To the Man Who is Willing—and Will 





UMONT-1 


We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 





For Contracts and Territory, address 


H. M. HARGROVE, President 


BEAUMONT, TEXAS 
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DELIVER ULTIMATUM 


National Association Executive Com=- 
mittee on Arkansas Situation 


MUST SUBSCRIBE TO MILWAUKEE 
DECLARATION 


Hearing Accorded to Representatives of 
Two Arkansas Organizations—Sep- 
tember 1 Limit of Ultimatum 


The executive committee of the National 
Association of Insurance Agents met at Briar- 
cliff Lodge early last week and discussed the 
situation in Arkansas. A hearing was accorded 
representatives of both 
The Arkansas Association of Insurance Agents 
was represented by President A. J. Wilson of 
Little Rock, and Secretary N. B. Martin of 
Wynne. The recently-organized Arkansas In- 
surers Association was represented by Joseph 
V. Ferrari of Fort Smith. 
given ample time to present their respective 
cases, after which they were excused. There 
was some difference of opinion as to the cause 
of the split, Mr. Wilson, when pressed for a 
definite statement, laying it to a clique of the 
older members. Mr. Ferrari laid the trouble 
at the door of Mike Smith, State agent of the 
Firemen’s Insurance Company of Newark. 

After much deliberation the committee pre- 


organizations there. 


Both sides were 


which is in 
reality an ultimatum requiring the Arkansas 
association to adopt the Milwaukee resolution 
before September 1: 


prepared the following minute, 


It is the opinion of the executive committee 
of the National Association of Insurance 
Agents that the Arkansas Association of In- 
surance Agents may remain a unit of the Na- 
tional Association until the conclusion of the 
present fiscal year on August 31, 1926. At 
present is is out of line with the other State 
association units in having failed to adopt and 
make a part of its constitution the principles 
of the National Association and the substance 
of the Milwaukee Declaration. If its position 
on September 1, 1¢26, is the same as now in 
this respect, the national executive committee 
will he unable longer to recognize the Arkan- 
sas Association as a constituent unit of the 
National Association. If, prior to September 
I, 1926, it amends its constitution by adopting 
the amendments recommended by the Savan- 
nah mid-year meeting of the National Asso- 
ciation, it will then have complied with the 
reommendation of the National Association, 
will be in accord with other State associations, 
will have eliminated the cause of the split 
in the Arkansas Association, will prepare the 
way for reuniting the present two associations 
in Arkansas, and will, in the opinion of the 
national executive committee, relieve the Na- 
tional Association from any further considera- 
tion of the matter. 


Rossia of Copenhagen 
The statement of the Reinsurance Company 
Rossia, of Copenhagen, as of December 31, 
1925, shows assets of Kr. 18,981,221, with a 


paid-up capital of Kr. 6,000,000, and a bal- 
ance of Kr. 595,720 carried forward after pro- 
viding for liabilities and reserves. 





“SMOKE” 











The Equipment Manvfacturers’ Institute in 
Montreal plans to spend $500,000 in advertis- 
ing and publicity in order to place a fire-ex- 
tinguisher in housewife’s hand. Now 
that home-made bread seems to be a thing of 
the past and with it the rolling-pin, which has 
head for many a 

1 


every 


spelled welcome on the 


wandering husband, this new little home ac- 
cessory will probably prove a husky substitute. 
If she can’t hit him with it, she can turn the 
darn thing on him. We're single, hur- 
rah! 
x ok Xx 

Old D. T. Necker of Necker & Runn, 7,001,- 
002 Maiden Lane, New York, has sent Archi- 
bald Agent—possibly you recall the articles in 
this weekly about Arch in Porto Rico and 
Santo Domingo—to tour the world in twelve 
weeks and to size up the insurance situation in 
each country he visits. (“D. T.” is getting out 
a book called “The World’s Insurance,” and if 
for his flat feet he would have 
gone himself.) We are accompanying Arch 
and are writing this on the broad verandah of 
the Manila Hotel. Shortly, we shall hire a 
carromata and drive down to the cable office 
to send clicking home the “story” about Arch 
and the insurance situation in the Philippines, 
appears elsewhere in this issue. To- 
morrow we go by plane to Yokohama—-and 
next week you shall learn about Dai Nippon 


it were not 


which 


from Arch. 
* * * 

There have been the moments in our life 
when we have found it painfully hard to be 
“cherrio” about fire insurance; however, now 
we hide our head in shame, for there is a poor 
fellow on an undertaker’s trade journal who 
writes a weekly column called “The Brightest 
Side of the Business”! What a struggle that 
column must be! We suggest—generous al- 
ways—that he write a paragraph on how Dad’s 
coffin, bought years ahead of time as the result 
of a visit from an energetic coffin salesman, 
can be used for the baby’s crib or his flapper 
daughter’s hope chest—or even as a cellarette, 
which really isn’t a bad idea, considering the 
beverage of this day. 


Some Extracts from Semi-Annual 
Statements 

Below will be found extracts from the state- 
ments of a number of fire insurance companies, 
showing their premiums and losses in the first 
1926, and their assets and surplus to 
policyholders as of July 1, 1926: 

Birmingham, Pittsburgh—dAssets, $536,073; 
$407,730; premiums, $87,432; losses 
paid, $35,660. 


half of 


surplus, 


Eastern Shore of Virginia, Keller.—Assets, 


$356,805; surplus, $272,280; 


premiums, $50,- 


471; losses paid, $14,970. 
Motor, Cleveland, 


sets, $318,272; surplus, $232,520; 


Ohio.—As- 
premiums, 


Metropolitan 


57,772; losses paid, $13,704. 
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AGENTS PROTEST 


Eastern Underwriters Commission 
Scale Unsatisfactory 


NO ALTERNATE PLAN OFFERED 


All-Day Sessions Result in Plans for Re-= 
newed Discussions on July 30 

The committees of agents from the ordinary 
territory of the Eastern Union met with the or 
ganization committee of the proposed Eastern 
Underwriters Association on Tuesday of this 
The 
strong protest against the 
printed in Tue SpecraTor last week. They were 
united in an alternate plan, although the ten- 


an exceedingly 
was 


week. agents rendered 


scale, which 


dency seems to be toward a flat 20 per cent rate. 

The Pennsylvania Association of Insurance 
Agents was represented by a committee headed 
by Kenneth H. 
presented a paper in which he represented the 
Pennsylvania the flat 
In the course of this paper he said: 


Bair, former president, who 
agents as desirous of 
rate. 

We believe the objections of certain com- 
panies to the flat commission could be over- 
come by separation or partial separation. The 
Pennsylvania Association of Insurance Agents 
would be glad to sponsor and assist the compa- 
nies in such a movement, and stands ready to 
name a committee to meet with you gentlemen 
toward that end. 

The sessions started early Tuesday morning 
the Eastern Union. The 
withdrew noontime and during 
the early afternoon held a special session in 
the rooms of the National Board of Fire Un- 
Later they rejoined the executives, 
who Adjournment 
came about six o'clock, at which time the fol- 
lowing statement was issued by Richard M. 


in the rooms of 


about 


agents 


derwriters. 


had remained in session. 


3issell, chairman of the company committee: 


A joint meeting of various sub-committees 
of local agents representing the different por- 
tions of Eastern territory and the committee on 
organization of the proposed Eastern Under- 
writers Association was held yesterday in New 
York. The committee of the Eastern Under- 
writers Association and the committees of the 
local agents also held separate. sessions. A 
very long and full discussion of the many 
puzzling factor involved in the situation 
which confronted companies and agents alike 
was had and the proposed plan of the com- 
mittee on organization for ordinary territorv 
was submitted in full to the local agents and 
their suggestions solicited. 


The committees will hold another session on 
Friday, July 30. The agents will meet on 
July 29 to formulate their plans. 








National Fire and Marine, Elizabeth, N. J. 
—Assets, $306,411; surplus, $241,364; pre- 
miums, $132,388; losses paid, $83,530. 

Queen City Fire, Sioux Falls, S. D.—Pre- 
miums (gross), $108,119; (gross), 
$14,121. 

United Automobile, Grand Rapids, Mich.— 
Assets, $221,401; surplus, $159,321; premiums, 
$63,008; losses paid, $12,333. 

Vulcan, N. Y.—Assets, $556,098; surplus, 
$363,455; premiums, $6121; losses paid, $206. 


losses 
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LOUISIANA RATE LAW 





Charles Janvier Gives History of 
New Enactment 





SUPPLIES REAL NEED 





Conditions in State Were Rapidly Becom- 
ing Demoralized When Draft of Pres- 
ent Law Was Presented to 
Legislature 

New Orveans, July 15.—I come to redeem 
the promise made to the readers of THE Sprc- 
TATOR, to give them the history, viewed from 
the inside, of the legislation which culminated 
in the enactment by the General Assembly of 
the State of Louisiana, of the law creating an 
Insurance Commission and a Rating and Fire 
Prevention Bureau. 

In the narration of this 
prompted by any spirit of egotistical and vain- 
Like Pater Afneas, at 


story T am _ not 


glorious boastfulness. 
the siege of Troy, I was a part of the struggle 
and the ego is irrepressibly unavoidable and 
must figure, if the record is to be made up ac- 
curately and kept straight. 

Readers of THe Spectator will no doubt re- 
call that upon recurrent occasions I called at- 
tention to the disquieting and even threatening 
condition existent in this State which impera- 
tively demanded, in my judgment at least, the 
formulation and adoption of remedial meas- 
ures to stem the fast rising tide of demoraliza- 
tion. 

So far as I could observe nothing was being 
done by those at the helm to meet the insistent 
demands of the hour and lend a hand to the 
loyal and long suffering local agents to help 
them protect the?r business and save it from 
destruction. 

Like Enoch Arden, these looked, from day 
to day, for a sail but their searching eyes 
could not descry, at any time, even the shadow 
of a sail upon the bleak and unpromising hori- 
zon. 

And so they found themselves between the 
devil of illicit competition and the deep sea of 
paralyzing helplessness. 

I had conceived and, for awhile, nurtured 
the hope now fated to disappointment, that the 
Louisiana Insurance Society, an organization 
charged with the duty of advancing and safe- 
guarding the interests of the local agents, 
would “take occasion by the hand” and set in 
motion the wheels of progress and relief. But 
this hope was fated to disappointment for the 
organization seemed to content itself with ex- 
pressions favoring an Agents’ Qualification 
Law and the creation of the office of insurance 
commissioner, but as both projects encountered 
the stout and insuperable opposition of the 
Secretary of State (to whom the law in this 
State assigns the functions of insurance com- 
missioner) they were incontinently abandoned 
and so died in very early infancy, reminding 
one of the comment of the Irishman upon the 


death of a week-old baby: 


If so very soon you are done for, 
I wonder what you were begun for. 


I had determined, however, 


that the cause 
should not perish from inattention or inanition 
or listlessness and indifference on the part of 
those who should have been duly impressed 
with the gravity of the situation and alert in 
the endeavor to find a solution. While I real- 
ized that the fight would be arduous and an 
uphill one, I had abiding confidence in its 
righteousness and felt that Providence would 
give right the upper hand if it were supported 
with resolution. 

It seemed to me that relief of a truly help- 
ful character could only be secured through 
legislative channels; and while all previous ef- 
forts along that line had, with only one ex- 
ception, proved distressingly disappointing, yet 
I believed that the disheartening record of the 
past might be successfully reversed through a 
campaign of education conducted in an open 
and frank and straightforward manner. 

At any rate the game, in my opinion, was 
worth very much more than the candle and so 
I resolved to start a campaign of education 
without delay. 

I did not, in this campaign, propose to assume 
the role of a roving or itinerant preacher and 
go knocking from door to door, but to seek 
some means of reaching the “plain people” di- 
rectly and arousing their interest. 

Early in the year I was invited to address 
the New Orleans Chapter of the American In- 
subiect of ‘Fire 


stitute of Banking on the 


Insurance.” Of course I gladly accepted the 
invitation for it gave me a splendid opening 
for my proposed campaign. 

My address was, of course, along educational 
lines, explanatory, in plain and untechnical 
language, of the fundamental principles which 
govern the business and with which the aver- 
age layman does not seem to enjoy an intimate 
acquaintance. 

When delivered my address was printed in 
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DED —— 
VITAL COMMERCIAL NEED HONESTLY, ADEQUATELY AND ECONOMICALLY 


pamphlet form and later widely circulate 
Candor compels the admission that my yap, B 


ity was intensely flattered by the very kind 


reception with which my pamphlet was 
vored not only by the insurance press but fy 
individuals, both in and out of the ranks of 
the profession, whose worth and standing gay 
immeasurable value to their commendation: 


The sweetest joy which can befall, 
Is praise from those who earn the praise of alt 


| then hoped that others, who should haye 
as deep an interest as mine and were in be. 


ter position to push the work, would cultivate f 
the seed I had planted and bring it to fruition, § 


And so I rested on my oars and indulged jp 


what Woodrow Wilson termed, “watchiy! 


waiting.” 


It is said that “everything comes to thos f 
who wait” and Milton assures us that “the; 


also serve who only stand and wait.” 

3ut in this instance waiting brought nothin 
tangible and I feared that the results which 
standing still policy might secure would no 
prove satisfactory or effective. 

Time, most precious time, was slipping rap. 
idly along and the day for the convening of 
the legislature was approaching apace. 

So I addressed myself to the preparation of 
another pamphlet. 

This pamphlet was entitled “Fire Insurance 
and the Legislature’ and its direct purpos 
was to inform the legislative mind on the sub- 
ject of fire insurance, to eradicate the preju- 
dices engendered by  proconceived, erroneous 
opinion, and induce the enactment of legislation 
which would accord with the fundamental prin. 
ciples governing the system, and help, instead 
of hindering, the best interests of the peopl 
and collaterally those of the companies. 

For I held this truth to be self-evident thet 
legislation which burdens or oppresses the com- 
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panies will, of necessity, burden and oppress 
the people to an even greater extent. 

Some of my friends had several thousand 
copies of my pamphlet printed and it was 
widely distributed throughout the State, and 
I cannot refrain from admitting that the com- 
mendatory letters I received again swelled my 
vanity, this time almost to the bursting point. 

Having thus laid what I considered a sound 
foundation I drew up a bill based upon the 
reasoning contained in my pamphlet and pat- 
terned upon a law which the State of Missis- 
sippi had enacted over two years ago and 
which, I was reliably informed, was working 
quite satisfactorily. I submitted my bill to 
friend, Wm. M. Railey, one of the sur- 
members of the old school of insurance 


my 
viving 
men, whose experience, like mine, stretches 
over a period of some forty-odd years of ac- 
tive service and from him I received several 
constructive and helpful suggestions, but this 
help, though valuable and much appreciated, 
was slight as compared with a most important 
service rendered by Railey later on. 


SUBMITTED TO COMMITTEE 
I was invited to attend a meeting of the lo- 
cal legislative committee of the National Board 
Underwriters called for the purpose 
Of course I at- 


of Fire 
of considering the situation. 
tended the meeting and sukmitted my bill for 
the consideration of the committee. An as- 
sistant general counsel of the National Board 
of Fire behest the 


meeting had been called, presided, and, after 


Underwriters, at whose 
complimenting me, in a rather fulsome man- 
ner, upon my pamphlet which he valued so 
highly that it had been honored with a place 
in his private library, he proceeded to tear my 
bill to pieces, charging that it “tied the compa- 
nies hand and foot” and was “loaded with 
dynamite.” 

Tt was the exclusion of the mutual compa- 
nies ct id omne genus from the jurisdiction of 
the law which would accomplish the tieing of 
the hands and feet of the unhappy companies 
and constitute the dynamite which would 
blow them to Kingdom Come and perhaps a 
little beyond, as the dynamite in my bill ap- 
peared to be of very superior quality. 

This attitude on the part of the accredited 
representative of the National Board surprised 
e very much, for that portion of my bill relat- 
ing to mutual companies was an exact copy of 
the Mississippi statute the companies 
had accepted and under which they had been 
cperating for over two years. I had not heard 
that the hands and feet of any company had 
been tied in Mississippi nor had the air been 
rent by any explosions, either mild or severe, 
although there had been ample time for every 
company doing business in Mississippi to have 


n 


= 


which 


been blown up either solo or in chorus. 

I had fully expected that every rate-cutter, 
every rebater, every large property-owner who 
unjust discrimination, enjoyed 
the advantage of cut rates at the ultimate ex- 
pense of the property-owner of modest. sta- 
tion and moderate fortune, would be opposed to 


had, through 


the bill and exert every influence to encompass 
its defeat. 

Though I had _ heard 
rumors to the effect that the companies would 
any attempts by the 


some insubstantial 


regard with disfavor 
agents to seek relief through legislation, I did 
not look for opposition so violent and based 
upon arguments so illogical, so inconsistent and 
of such obvious absurdity. 

As T pointed out in a previous letter what 
is sauce for the goose has universally and from 
time immemorial been held to be good sauce 
for the gander, but in some minds the vener- 
able proverb was given an inverted interpreta- 
tion and the cooks who found the sauce with 
which the Mississippi gander was garnished 
excellent and even appetizing, decreed that the 
same sauce would be a deadly poison if served 
as a dressing to the Louisiana goose. 

As. the 
definitely made up and it was clear that the 
purpose of his mission was not to help the 


gentleman’s mind was apparently 


agents but to kill without mercy or compunc- 
tion all remedial legislation which might be 
proposed, I felt that argument might only en- 
gender heat and impair temper without ac- 
complishing any good. 

So I withdrew from the meeting taking my 
much abused bill with me, but before leaving I 
told the committee that inasmuch as my bill, 
in the opinion of the presiding officer, would 
not bring the relief the situation required that 
it was his duty and the dtuy of the committee 
to find the remedy. 

When T returned to my office I sent for Mr. 
Railey and told him of my experience and the 
opposition T had encountered. He suggested 
that IT send for R. M. Walmsley, of Walmsley 
Co., Ine.. who had expressed a desire of taking 
a hand in promoting the progress of such a law 
as designed by my bill. So I sent at once for 
Mr. Walmsley. We were joined by my part- 
ner, Mr. Auguste Coiron, and we four agreed 
that I should at once ask a number of local 
agents, whom we believed were in sympathy 
with the purpose we had in view, to meet me 
and organize, without delay, a committee to 
take the field and inaugurate the fight. 

The called. Between 
and forty agents attended and when the vote 
was put as to starting the fight all but one of 
those present voted affirmatively. (That one 
was John X. Wegman, president of the Lafay- 
ette Fire Insurance Company, who later on 
came over, heart and soul, to our side, and did 


meeting was thirty 


yeoman service, as he always does when he 
espouses a cause.) 

T then appointed the following committee to 
take the field and prosecute the fight: R. 
M. Walmsley, of Walmsley Co., Inc., chair- 
man: Wm. M. Railey, Adjuster for the as- 
sured; Auguste Coiron, of Janvier & Co., Ltd.: 
P. E. Burke, of the Hibernia Underwriters 
Agency; James Fernon, of P. F. Pescud, Inc.; 
Leon Irwin, of Leon Irwin & Co., Inc., and 
to this original committee the following were 
soon afterwards added: J. L. Wasey. of Lake 
Charles; E. L. Kidd, of Ruston; J. H. Percy, 
of Baton Rouge; Wm. D. Rodriguez, of Mon- 


17 


roe: Geo. A. Petrie, of Alexandria; Leonard 
M. Wise, of Ferd Marks Insurance Agency, 
Ltd. 

Whom we should secure to introduce the bilf 
in the legislature had given me much concern. 
I was very desirous to enlist the support of 
Senator Delos Johnson because of his wide 
and strong influence with the legislature—an 
influence due entirely to his ability and sterling 
character—and I felt that if he could be in- 
duced to espouse our cause and father our bill, 
victary would be, through that fact, more than 
half won. 

The great difficulty in the however, 
wns the attitude on insurance legislation which 
the senator had invariably assumed in the past 

an attitude which, from the standpoint of the 
deemed friendly 


way, 


insurance interests. was not 
nor sympathetic. 

But I knew that Senator Johnson was riot 
» demagogue and while firm in whatever con- 
clusion he reached, like all broadmnded men, 
he was amenable to reason, and I was con- 
vinced that if the sincere integrity and fair- 
ness of our cause appealed to his sense of right 
and that it could be shown, to his satisfaction, 
that the prove 
beneficial to the people, fair to the companies 
and helpful to the local agents he, in his desire 


to do the right thing, might be induced to take 


enactment of our bill would 


up our cause and push it to success. 

Mr. Railey, who was an old friend of Sena- 
tor Johnson, volunteered to approach him and 
lav the matter before him. 

To make a long story short Senator Johr- 
son, who had carefully read and studied my 
pamphlet and the bill, after the 


by us of 


acceptance 
certain suggestions which, with one 
exception, strengthened the bill. agreed, much 
to our delight, to make the bill his own and 
lead the fight. 

The one exception was the elimination of 
the clause relating to agents’ commissions. 
Later on, when the bill reached the House, an 
amendment was adopted, with Sentor John- 
son’s assent, which took care of that question 
perhaps in better shape than the original clause 
provided. 

In securing the consent of Senator Johnson 
to father our bill we had gained a signal ad- 
vantage, and it is to Mr. Railey that the credit 
is due. The service rendered by him was most 
important, for all those who have any ac- 
quaintance with legislative matters know that 
our bill would have had a very rocky read to: 
travel if Senator Johnson had been in opposi- 
tion, and that was happily avoided througl: 
Railey’s tactful intermediation. 

The bill was then introduced in the Senate 
and referred to the proper committee. 

A hearing was promptly had. It was at- 
tended by our committee and by the local 
lobbyist of the National Board of Fire Under- 
writers, who announced that though the bill 
was not perfect it was a meritorious measure 
and that his principals would not oppost it. 

The committee by a unanimous vote returned 
a favorable report and the Senate passed the 
bill without a dissenting vote. 

(Continued on page 23) 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,700,216.33 
Capital - - - - 750,000.00 
Surplus - - - -  1,001,125.89 
Voluntary Copnemne Reserve 500,000.00 
Reserves - - -  2,449,090.44 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














FIDELITY ann SURETY BONDS 


ACCIDENT, HEALTH. BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE. 








CAPITAL, $2,450,000.00 


Union Inpemniry 
Union dem indgmty Bidg. Compan 


Eastern Department 
100 Maiden Lane 
New York 





CASH CAPITAL $750,000.00 


NORTHWESTERN 


2 Sa > —23se om 


CASUALTY AND SURETY COMPANY 
Home Office: Brumder Bui'ding 
MILWAUKEE, WISCONSIN 


Executive Offices Eastern Department 
UNION INDEMNITY BUILDING 100 MAIDEN LANE 
NEW ORLEANS NEW YORK 














Provident Mutual 


Life Insurance Company of Philadelphia 
——. Founded 1865 ~ 


Pennsylvania 


The Provident has worked out a prac- 
tical plan by which the Home Office, 
through an Educational Supervisor, 
is assisting in the development of new 


agents. 

















NOW READY 


INVESTIGATORS 
AND ADJUSTERS 
HANDBOOK 


by FRED H. REES, LL.M. 


New — Revised — _ Enlarged 


An up-to-date edition of the INVESTIGATORS 
AND ADJUSTERS HANDBOOK is now in press 
and will soon be available. This standard 
work is a textbook on automobile, team, gen- 
eral liability, workmen’s compensation, bur- 
glary and theft insurance. The investigation 
and adjustment of claims are thoroughly ex- 
plained and the applied law in the various 
practices is stated and discussed. 


The INVESTIGATORS AND ADJUSTERS HAND- 
BOOK teaches the insurance company rep- 
resentative how to gather and handle data 
pertaining to the settlement and disposal of 
claims, and shows him what factors to take 
into account in arriving at the proper con- 
clusions. Either for the beginner or for the 
experienced worker in this field, the INvEsTI- 
GATORS AND ADJUSTERS HANDBOOK is a 
necessity if the best results are to be gained 
The new edition contains over 300 pages, is 
handsomely printed and is bound in flexible 
binding. Order your copy now. 


Price $3.50 


THE SPECTATOR COMPANY 
CHICAGO 


NEW YORK 
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\ JHETHER casualty insurance is to have 

a star golfer in its midst is a question 
that is agitating some of the club and ball fans 
in Atlanta, Ga., these days. The explanation 
is that the father of the famous Bobby Jones 
is counsel of the Georgia Casualty Company 
of that city and there appears no reason why 
a good golfer should not make a good insur- 
ance executive. Think of what a convention 
hound he could become! However, we have 
no inside information on Bobby Jones’ ideas 
on the subject and if he did turn into a cas- 
ualty home-office official and showed the same 
brand of action there as he does at golf, the 
business would have a very valuable adjunct. 


ORMS for liability coverage under the 

Massachusetts compulsory automobile lia- 
bility act are now before Insurance Commis- 
sioner Wesley E. Monk of the Bay State. 
Hearings have been called by the Massachu- 
setts Automobile Rating and Accident Preven- 
tion Bureau with a view to adding an endorse- 
ment extending the indemnity to other States 
and other places than highways under the 
law. It is also sought to increase the statu- 
tory limits. General agents in Boston claim 
that their overhead expense averages 8 per cent 
and hence thev feel that they are entitled to 
10 per cent higher commissions on this busi- 
ness than brokers and subagents receive. The 
commission angle of these automobile liability 
lines has not been settlen as vet and meetings 
on the subject are still being held. 


HE success of = tre is always a pleas- 

ing thing. This time it is C. B. Pertrie, 
Jr, who has “arrived.” Readers of THE 
SPEcTATOR know that Mr. Petrie is the able 
cartoonist whose drawings have occasionally 
amused them in these pages. What many of 
them may not know is that Mr. Petrie is now 
busily engaged in working on special signed 
drawings which appear on the editorial page of 
The Evening World, New York city. 


HE automobile - ; lethal weapon is run- 

ning ahead of the gun. In New York 
city, from January 1 to July 20, 70 persons 
were killed by gunfire and 425 were killed by 
automobiles. Some of those who are rabid 
in their desire to take away from citizens their 
right to bear arms might profitably turn their 
attention to the motor vehicle as a means of 


death. 


THE SPECTATOR 


CASUALTY, SURETY AND MISCELLANEOUS 


WILLIAM J. AHEARN APPOINTED 


Becomes General Attorney of Great Amer- 
ican Indemnity 


President Jesse S. Phillips announces the 
appointment of William J. Ahearn as general 
attorney of the Great American Indemnity 
Company, New York. 

Mr. Ahearn was torn in Millerton, N. Y., 
and graduated from Syracuse University in 
1916 with an LL.B He immediately entered 
the service of the Royal Indemnity Company in 
the claim department. Later he was_ suc- 
cessively placed in charge of local claim de- 
partments maintained by the company at At- 
lanta, Ga.: Utica, N. Y.; Pittsburgh, Penna., 
and Cleveland, O. He was admitted to the 
New York State Bar in January, 1018 In 
1921 he was called to the home office of the 
company to become assistant to Vice-President 
O’Neill. He resigns from this position to join 
the official staff of the Great American Indem- 
nity Company on August I, 1026. 


Travelers Indemnity Will Write Coal 
Mine Risks in Virginia 
RicHMonp., Va., July 20—The Travelers 
Indemnity Company, Hartford, has offered to 
write workmen’s compensation on coal mine 
risks in Virginia at $6.10 per $100 of payroll, 
the operators have gladly accepted this propo- 
sition. The associated companies recently an- 
nounced that they would only continue to write 
in the State at $9.20 per $100 payroll, which 
proposal the operators regarded as prohibitive. 
The previously approved rate was $4.73 per 
$100 of payroll, but the companies aver they 
have lost $253,000 in Virginia alone since 10921, 
when they began writing coal risks in Vir- 
ginia. The Travelers has also agreed to es- 
tablish and maintain an office at Norton, Va., 


Century Indemnity Licensed in 
Massachusetts 


The Century Indemnity Company of Hart- 
ford has been licensed in Massachusetts to 
write casualty and surety lines. J. Lawton 
Whitlock of Boston was named State agent 
and the company now has assets of $995,405; 
a capital of $500,000 and a net surplus of $4095,- 
405. 









ANOTHER NEW COMPANY 





Excess Reinsurance of America Being 
Organized 





JAMES GIBBS MAY BE PRESIDENT 





Organization Will Have $1,000,000 Cap- 
ital and $3,000,000 Surplus 

The Excess Reinsurance Company of Amer- 
ica is being organized by New York and New 
Haven insurance and banking interests and 
will be incorporated in the Empire State, ac- 
cording to present plans, with a capital of 
$1,000,000 and a paid-in surplus of $3,000,000. 
Stock, having a par value of $5 per share, will 
be offered to purchasers at $18 per share. 
Goodrich & Company of New Haven are al- 
leged to be active in the stock disposal. 

No election of officers has yet been held, but 
it is understood that James Gibbs of New York 
city will be president if nothing interferes 
with the course of events as at present com~ 
prehended. es 


A strong board of directors, some of whom 
are directors in other insurance companies, in- 
cluding the Bankers Indemnity Company of 
Newark, has been selected to arrange the des- 
tinies of the Excess Reinsurance Company. 
The word “Casualty” was originally used in 
connection with the name of the new company, 
but one of the directors is authority that the 
correct title is Excess Reinsurance Company of 
America. The board of directors is composed 
of the following: 

John K. Allen, Brookline, Mass., Christian 
Science Monitor; Carroll Badeau, New York, 
Brewster & Badeau, Inc.; Horace K. Corbin, 
Newark, N. J., president Motor Finance Com- 
pany; Clement L. Despard, New York, Des- 
pard & Co., marine insurance; Everett Bren- 
nen, New York, West Virginia Coal & Coke 
Company; Neilson Edwards, New York, 
Chase Securities Corporation; James Gibbs, 
New York, president of the company; William 
B. Goodrich, New Haven, Goodrich & Co. ; 
William H. Hodkin, Boston, insurance broker ; 
Harry Hyman, New York, insurance broker ; 
Reginald H. Johnson, Boston, Story, Thorn- 
dike, Palmer & Dodge, lawyers; Andre Kal- 
paschinikoff, New York, Policy Holders’ En- 
gineering Corporation; Harry E. Karr, Balti- 





Deak Room and 
Private Offices 
Furnished to 
Brokers and 





TO BROKERS 
We are Specialists in Accident and Health Insurance for Women 


THE MEACHAM AGENCY, Inc. 


Managers, Times Square Branch, Accident and Health Dept. 


INDEPENDENCE INDEMNITY COMPANY 
Agents Times Building, Broadway and 42nd St., New York City Bryant 


1361 
Telephone { 1362 
1363 
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more, attorney; Harry H. Leonard, Boston, 
president S. S. Leonard & Co.; William S. 
Patten, Boston, Robert A. Boyt & Co., insur- 
ance; George S. Pingree, Boston, vice-president 
Goodrich & Co.; Harry H. Reed, New York, 
Platt, Fuller & Co., insurance; Nicholas G. 
Roosevelt, Philadelphia, vice-president Day & 
Zimmerman; Edward Ford Stevenson, New 
York, Visugraphic Company; Foster M. Voor- 
hees, New Jersey, ex-Governor of New Jersey; 
George E. Warren, New York, vice-president 
Chase National Bank; Charles V. Wiggen, 
New York, West & Co., bankers; Samuel A. 
Wolcott, Boston, vice-president State Street 
Trust Company; G. Bartram Woodruff, Eliza- 
beth, N. J., attorney. 


New York Paving Bond Rate Cut 

James A. Beha, Superintendent of Insurance 
for New York, has ordered a reduction in 
rates in New York city on street paving and 
maintenance bonds and certain other construc- 
tion bonds. In the order, sent to the Towner 
Rating Bureau, Superintendent Beha said: 

After due notice and a hearing held before 
me June 15, 1926, it would appear that the 
experience filed by your bureau for the classi- 
fication covering contract bonds, Street Paving, 
Code No. 353, indicates that the present rates 
have produced an excessive and unreasonable 
profit and will continue to produce an excessive 
and unreasonable profit; therefore, in accord- 
ance with the provisions of Section 141-b of 
the Insurance Law, 

It is now here ordered that the Towner Rat- 
ing Bureau and its subscribing members ad- 
just rates for the above mentioned classifica- 
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ACCIDENT and HEALTH 
INSURANCE 
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INSURANCE 
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UP-TO-THE MINUTE SERV/CE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
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STRENGTH 














tion to conform with the requirements of the 
law by reducing same from $10 per thousand 
per annum to $5 per thousand per annum, the 
rate of $5 per thousand per annum being 
deemed adequate. This order is to take effect 
immediately. 





Constitution Indemnity Combines Auto- 
mobile Department Wih Fire Asso-= 
ciation, Reliance and Victory 
The Constitution Indemnity Company, Phil- 
adelphia, as noted in THE Spectator last week, 
has announced that to facilitate the service 
given its agents and those of the Fire Associa- 
tion, Reliance and Victory, the automobile de- 
partment will be under the control of H. W. 
Allen, at present secretary and manager of the 
automobile departments of the latter companies. 


Mr. Allen was born in Tennessee, educated 
in the Washington University, St. Louis, Mo, 
and entered the insurance business in that City 
immediately after graduation, joining the 
American Automobile Insurance Company of 
St. Louis. In 1917 he was called to Texas 
as southern manager and served in this capac. 
ity for several years. 

Subsequently, he accepted the Southern Ca]. 
ifornia Special Agency for the North British 
group, which position he held until January, 
1926, when he came to Philadelphia as assist. 
ant to C. C. Wright, secretary and manager 
of the automobile department. When Mr. 
Wright resigned the position to become vice- 
president and general manager of the Constity- 
tion Indemnity, Mr. Allen succeeded him, 








‘‘friendliness.”’ 


human. 


six years ago. 


Pacific Coast. 


Another Birthday 


UNE marked the 36th anniversary of the 

organization of the Fidelity and Deposit 
Company of Maryland. 
six years aren’t very many. [Even so, the 
F & D’s history is practically a record of 
the growth and development of the surety 
business in this country. 


As they take on age and dignity great business 
organizations also acquire a personality. Some 
are cold, some are hard and some are kindly. 
If the F & D’s personality could be described 
in a word, that word would be, perhaps, 


The F & D is and always has been eminently 
It retains today something of the 
spirit implanted in it by its founders, thirty- 
They visualized not so much 
a business as an institution—strong, dig- 
nified, dependable—and an institution it is, 
not only in Baltimore and Maryland, but 
just as truly in the Middle West and on the 


As age goes, thirty- 








Fidelity and Deposit Company 


Baltimore 


Fidelity and Surety Bonds and Burglary Insurance 
































Pos 


Le 
Rus: 
Mot 
and, 
even 
and 
estin 
pill 
vehi 
not 
payil 
gard 
ery. 
third 


M: 
for — 
insur 
drive 
cise 
ershi 
perso 
on si 
the | 
neces 
twelv 
risks 

A 
furni 
(Vis 
insur’ 
cars 
10 pe 
ber 
powe 
Priva 
Moto 
Good. 


Omn 


car 
Other 


Cor 

4 
port 
time 
sively 
hackn 
vision 
suffics 
or th 
of th 
view 
case 
servic 
unive! 
Prieto 
cise ; 
shoul 
when 
to see 





hursday 


—_— 
——<$<—= 


educated 
uis, Mo, 
that City 
ing the 
ipany of 
© Texas 
is Capac- 


ern Cal. 
1 British 
January, 
IS assist. 
manager 
len Mr, 
me vice- 
Constitu- 
im. 

hr ey 


er 

















July 22, 1926 


THE SPECTATOR 





Casualty, Surety, Etc. 








AUTO INSURANCE ABROAD 


Compulsory Liability Measure 
Shelved in England 


MANY OBJECTIONS VOICED 


Possibiliy of Such Legislation Outlined 
by Viscount Peel 
(From Our London Correspondent ) 

Lonpox, EneG., July 12—On June 30 Earl 
Russell moved the 
Motor Vehicles Compulsory 
and, although the motion and the bill were 
eventually withdrawn, the introductory speech 
and subsequent discussion yielded many inter - 
esting points. The for the 
pill was that there are a great many motor 


reading of the 
Insurance Bill, 


second 


reason advanced 
yehicles uninsured driven by persons who are 
not solvent when it comes to a question of 
paying damages and who inflict damage in re- 
gard to which those damaged have no recov- 
ery. The bill proposed a compulsory minimum 
third party insurance of £5000. 


Factors INCLUDED 

Many difficulties were voiced. 
for instance, the question as to whether the 
insurance should be of the vehicle or of the 
driver. Then again, what would be the pre- 
cise position in the event of a change in own- 
ership or of a car being stolen? Would the 
person who has taken out the policy be able 
on selling his car to substitute the buyer as 
the person insured—a process that might be 
necessary times in the course of a 
twelve month? And, what about undesirable 
risks from an insurance point of view? 
A notable addition to the discussion 
furnished by the First Commissioner of Works 
(Viscount Peel) who gave the proportion of 
insured persons or cars or of persons driving 


There was, 


several 


was 


cars at 90 per cent of the whole, thus leaving 
10 per cent uninsured; and the estimated num- 


ber (for 1927) of vehicles, taxed on horse 

power, upon the roads at: 

TENE | oak or 0 RA Oe oR 700,000 

MOLOR CYCLES cc cuescasa mae cite ses 650,000 

GOES: “VEIICIES. se%s, cctesiew<cicencinte ote 250,000 

Omnibuses, char-a-bane and hackney 

GAGhIAOESs 7. Gy ou Re warceeee aos 100,000 

MANGE <VOINGLES? ‘dca-scs.c's ces ware wlerelers 65,000 
1,765,000 


LEGISLATION [foRESHADOWED 

Continuing his remarks, Viscount Peel added: 

I understand that the Minister of Trans- 
port hopes to introduce. when Parliamentary 
time allows him, a bill dealing comprehen- 
sively with the licensing and registration of 
hackney vehicles and that bill will contain pro- 
visions to ensure that the licensees are either 
sufficiently substantial to he their own insurers 
or that they are adequately insured in respect 
of their vehicles against third partv risk. The 
view of the Minister, I understand, is that the 
case for the compulsory insurance of public 
service vehicles is stronger than the case for 
universal insurance. The owners and_ pro- 
Prietors of these vehicles are licensed to exer- 
cise a special and exclusive privilege and it 
should be the duty of the licensing authorities, 
when licensing a vehicle to ply for public hire, 
te see that there is every measure of safety for 


the public using them—in other words, the 
license to ply for hire should be a certificate 
that the vehicle is satisfactory mechanically and 
that the public, in case of accident due to neg- 
ligence, should be able satisfactorily to enforce 
their remedies. The ministry hope that they 
may get experience from this limited form of 
insurance and then they will be able to con- 
sider whether any alteration should be made, 
or, possibly, whether the system of insurance 
should be carried any further. 

Earl Russell expressed the that 
nothing could be better than practical experi- 


opinion 


ment; and, in view of the above project, the 
original motion and bill were withdrawn. 
KANSAS SUPERINTENDENT’S OFFER 
Will Act for Claimants Against Integrity 
Mutual Casualty 

TopeKA, Kan., July 19—William R. Baker, 
Kansas Superintendent of Insurance, is having 
a good response to his offer to have the State 
insurance department act as the representative 
of the policyholders and claimants against the 
Integrity Mutual Casualty Company of Chi- 
cago. When the company went into the hands 
of the receiver Mr. Baker made an announce- 
ment through the newspapers that the depart- 
ment would appear as the represetitative of al! 
Kansas claimants if they desired to have it. 
Last week he sent a letter to all the policy- 
holders in this State making the offer more 
specific and the replies are coming in now turn- 
ing over claims to him. The Integrity han- 
dled one of the larpest lines of compensation 
insurance in the State and has a large number 
of policyholders and claimants. 

In his letter to every policvholder of the 
company Mr. Baker said in part: 


Since this department’s offer, through the 
Associated Press, to represent Kansas _policy- 
holders before the receiver a number of pol- 
icvholders have requested this department. to 
represent them and this offer is open to vou 
if you have not already accepted the same, 
as the department expects to send a repre- 
sentative to Chicago to present these claims 
in person. Thus you may have the benefit of 
the legal service of this department without 
any charge, and we believe by this method of 
handling claims that the various policyhold- 
ers in Kansas will be given careful considera- 
tion. 

We realize that some policvholders will have 
claims which will warrant the attention of 
their own representative, and in such cases this 
department stands ready to assist in any way 
that we can in getting an adjustment. How- 
ever, we want anv policvholder to feel free to 
call upon us, irrespective of the size of his 
claim, and we trust that we will be able to 
assist the receiver in making as early a liquida- 
tion of this company as can be expected. 


Receivership Petitioned for U-Go Auto 
Service League 

Cuicaco, Itt., July 19.—A receivership for 
the U-Go Auto Service League, of Ohio, has 
been petitioned for by Insurance Superintend- 
ent Harry L. Conn of Ohio. The superintend- 
ent charges that the league has been misrepre- 
senting the service and policy it sells as auto- 
mobile insurance when actually the insurance 
covers personal accident only. The insurance 
contracts are written through the Continental 
Life Insurance Company of St. Louis. 





CASUAL CASUALTY COMMENTS 











R. S. Van Houten, agency assistant of the 
Great American Indemnity Company, New 
Yorn, has just returned to the home office 
after a trip of several weeks through the South 
and Southwest. 


Paul Berghaus has been appointed man- 
ager of the newly-organized fidelity and surety 
department of Hoey & Ellison, well-known 
New York city brokerage firm. 


Barto, Wood & Moran have been made 
Brooklyn borough agents at New York City 
for the Maryland Casualty Company, Balti- 
more. 


John M. Dennis, treasurer of Maryland; 
A. W. Calloway, of the Davis Coal & Coke 
Company, Baltimore; and Frank W. Wil- 
liams, of Meredian, Miss., have been elected 
to the board of directors of the United States 
Fideiity and Guaranty Company, Baltimore. 


Martin Fox, who has been assistant man- 
ager of casualty and surety lines for the In- 
dianapolis branch of the Travelers Insurance 
Company for more than five years, has left 
for Dallas, where he become as- 
sistant manager of the same department for 
the Dallas branch. Mr. Fox was associated 
with Frank M. Chandler during the time Mr. 
Chandler was manager of casualty and surety 
lines with the local Travelers branch. Some 
time ago Mr. Chandler was appointed head of 
the branch in Dallas, and Mr. Fox will join 
him in the Texas city. No successor has been 
appointed for Mr. Fox in Indianapolis. 


C. G. Vander Feen has been made chief 
statistician of the New York Indemnity, New 
York, and has been placed in charge of that 
company’s department, which now comprises 
seventy-two men and Mr. Vander 
Feen is thoroughly experienced as an insurance 
man and as an accountant. He has been with 
the National Accounting Company, the Taxi- 
cab Bonding Companies, the Sun Life of Mon- 
treal and the North American National. Dur- 
ing the World War, from 1914 on, he served 
with the Canadian artillery and was later trans- 
ferred to the Roval Flying Corps. 


Tex., will 


women. 


Richard D. Jones has been appointed head 
of the liability and compensation claims de- 
partment of the Constitution Indemnity Com- 
Philadelphia. A New Zealander by 
birth, Mr. Jones graduated as a mining engi- 
neer and later entered insurance with the New 
Zealand Department. He next 
served, for nine vears, as branch manager of 
the New Zealand Insurance Company in West- 
tern Australia. Coming to New York in 1914, 
he organized the claims division of the Gov- 
ernment Bureau of War Risk Insurance for 
1920 he 
serving as general 


pany, 


Insurance 


during the war. In 
opened his own agency, 
agent for the marine department of the New 
Zealand until that company discontinued writ- 


ing in the Eastern States recently. 


this country 
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Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 





Paid to Policyholders, 
Seca ce kaso’ $21,000,000.00 


Insurance in Force as of 
Dec. 31, 1925.. .... .$148,281,904.00 





A. C. Tucker, President 


C. D. Costello, William Koch 
Secretary Vice President 


Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FR ewe 


RAIN INSURANCE EXCESS COMPENSATION 


CASUALTY COVERS 
OHIO MILLERS 
MUTUAL FIRE INS. CO. | Secarity Mutual Casualty Co. 


OF CHICAGO 
Canton, Ohio 


Assets $7,643,424 


ASSETS $800,000 Surplus $2,410,000 


Surplus $400,000 Surplus and Reserve $6,862,46@ 


ALL FORMS STRONGEST CASUALTY 


COMPANY IN AMERICA 




















Consult Your Agent or Broker 
As You Would Your 
Doctor or Lawyer 


In this, the thirtieth year 
of the U.S. F. & G., it is 
fitting to observe that 
two hundred and sev- 
enty-eight agents have 
been producers of busi- 
ness for it twenty-five 
years or more. 


Two hundred and sev- 
enty-eight is a very great 
proportion of the total of 
agents who were on the 
rolls of the U. S. F. & G. 
twenty-five years ago. 





Claims paid since 1896 $135,439,138.3! 











Valuable Information Free 


Upon request The Spectator Com- 
pany will send free of charge to any 
life company or agent in the United 
States or Canada a copy of The Busi- 
ness Builders Service. This document 
will prove a big money maker for the 
agent who will adopt and follow out 
the plan outlined therein. / 


ff 


Fill out the coupon below and 


Fd 
mail today. 
if THE 
/ SPECTATOR 
# 135 William St. 
New York 
THE SPECTATOR J ieee 
Pl d , free 
COMPANY w of danas, yo — The 
135 Willi Sees A Business Builder Service. 
illiam 
NEW YORK ft DAMS. scecccccceevieesasss 
A BGGTONE sb. cccccceceseruseset 
Insurance Exchange 7 Name of Company represented. 
GO 
CHICA Jo Ceainceawis cant, Coss hese ssicetieie a) sane 
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ACCIDENT CONFERENCE 


Three-Day Discussion Dealt With 
Industrial Fatalities 


DAVID VAN SCHAACK A SPEAKER 


#tna Man Says Statistics on Subject Are 
Vital to Control of Losses 


Wasutncton, D. C., July 20—Methods of 
reducing industrial accidents, which are esti- 
mated to kill 23,000 workers and injure 2,500,- 
ooo annually, were discussed at a three-day 
conference held by the bureau of labor statis- 
tics of the Department of Labor, July 14-16, 
in which representatives of the insurance in- 
dustry took a prominent part. 

As a result of the conference, the bureau 
will embark upon an extended project of se- 
curing industrial accident statistics, with the 
co-operation of the industries, to be analyzed 
and used as a basis for prevention work. 

The conference was opened by Secretary of 
Labor James J. Davis, who explained the de- 
sires of the department to bring about more 
complete statistics of industrial accidents. 

Pointing out that only one-half of one per 
cent of our 196,000 manufacturing establish- 
ments employ over 1,900 persons and 90 per 
cent of them employ less than 100, Lewis A. 
DeBlois of the National Bureau of Casualty 
and Surety Underwriters declared that rel- 
atively few plants are under the management 
of men who can see the value of accident pre- 
vention work, and that it will be necessary 
then that such work not only has a humani- 
tarian but an economic value. 

Statistics are being used to good advantage 
by the railroads in promoting safety, it was 
pointed out by Lew R. Palmer of the Equitable 
Life Assurance Society, discussing statistical 
contributions to accident prevention on the rail- 
wavs. 


Great interest was evinced by the delegates 


in the address by David Van Schaack of the 
fEtna Life Insurance Company, Hartford, on 
the interest of casualty insurance in accident 
prevention statistics, in which he declared cas- 
ualty insurance is absolutely dependent upon 
statistics for the successful conduct of its 
business. Mr. Van Schaack continued: 

In order not only to develop rates which will 
apply in all fairness to assured under work- 
men’s compensation insurance, but also to create 
the proper atmosphere for successiu! accident 
prevent work, itt is necessary to bring home 
to the general public the large burden it must 
bear due to the enormous actual cost of acci- 
dents; to bring fully before the assured the 
exact status of his risk and the part it plays 
in the general cost of accidents; and to gather 
the necessary information regarding the nature 
and the causes of accidents in order that safety 
work may be done effectively. 


Great Western Reinsures Kansas Central 
Indemnity 

Des Mornes, Ia., July 190—The Great 
Western Insurance Company of Des Moines 
has reinsured the business of the Kansas Cen- 
tral Indemnity Company of Hutchinson, Kan., 
and that company now is in process in liquida- 
tion. The Kansas company, which wrote only 
health and accident insurance, was capitalized 
for $100,000 and had an annual premium in- 
come of $160,000, according to W. G. Tallman, 
vice-president of the Great Western. 





New York Indemnity’s Pacific Coast Gains 

The New York Indemnity Company, New 
York, has been making good gains in its Pa- 
cific Coast writings, according to President 
M. O. Garner. Vice-President Herman W. 
Schroder, who joined the company some months 
ago after sixteen years with a large Baltimore 
casualty company, has been placed in full 
charge of the Pacific Coast business for the 
New York Indemnity, and the company’s 
writings there have totaled 
$135,378 in premiums, of $57,000 is 


since February 
which 
surety business. 














TRANSACTIONS OF CASUALTY INSURANCE COMPANIES FOR FIRST SIX 



















MONTHS, 1926 
Total Premiums Premiums Losses Losses 
Admitted Surplus Received Received Paid Paid 
Assets to First Six First Six First Six First Six 
Capital July 1, Policy- Months, Months, Months, Months, 
Name and Location of Company Stock 1926 holders 1926 1925 1926 1925 

American Casualty, Reading........ 500,000 3,172,802 1,789,112 815,306 754,308 255,510 237,300 
Atlantic Surety, Raleigh........... 150,000 306,365 271,997 10,014 1,365 6.605 ee 
Bankers Indemnity, Newark a...... Soo Bate sae TA0GGe gies | kee Raeeces Susmeaes 
Brotherhood Acvident, Boston...... 100,000 451,563 286,163 245,490 249,645 269,522 260,048 
Business Men’s, Kansas City, Mo.*... 300,000 £3,288,211 b 1,666,236 1,539,127 989,710 938,429 
Central Casualty, Columbus........ Mutual 125,645 111,262 54,339 52,143 

Central Insurance, Greensboro. .. 50,000 47,768 c 21,546 c 
Commercial Ins. of Cal., Los Angeles... 100,000 237,850 110,403 72,508 
Detroit Fidelity & Surety, Detioit... 2,000,000 687 919 289,750 224,199 

Impe.ial Life, Asheville*........... 100,000 161,253 b b 
Inland Bonding, South Bend........ 250,000 310,435 17,608 25,834 ee | ee 
Nter-Ocean Casualty, Cincinnati... . 290,000 650,999 998,608 912,214 454,407 403,763 

Liberty Surety Bond, Trenton...... 351,800 520,340 61,259 c Sere c 
Meriden Insurance, Charleston...... b 164,145 152,168 116,029 78,229 54,955 

Midwest Rate, Lancs... < 66 < csc'cee 300,000 3,460,337 15,050 26,896 b b 
Missouri State Life, St. Louis....... b b b 310,488 276,450 133,097 165,234 
Nebraska Indemnity, Omaha. ...... b 448,626 193,258 132,304 92,018 19,228 - 9,837 
Pacific Mutual Life, Los Angeles.... b b 2,84 2,65 1,056,359 934,424 

Pan-American Life, New Orleans*... ...... 7,235,033 b b 
Pilot Life, Greensboro.............. b b 73,824 48,698 
Ridgely Protective, Worcester....... 100,000 780,767 445,808 573,334 591,081 364,236 366,487 
United Automobile, Grand Rapids... ....... 221,401 159,321 63,047 41,120 12,333 11,825 
United Casualty, Westfield......... 100,000 223,970 192,097 53,453 54,823 33,588 30,736 
(ec) Company began business May 10, 1926. (b) Unavailable. (c) Company began business in 1926. (d) In- 


cludes $39,974, premium reserve. 
f Ledger Assets. 
Health only, 


* Capital, Assets and Surplus include life branch; otherwise report relates to Accident and 
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EQUITABLE 


LIFE & CASUALTY 
INSURANCE CO. 


Specializesin HEALTH 
and ACCIDENT IN- 
SURANCE with En- 
tirely New Features 
which PLEASE. 


ee 


And is. looking for 
Agents in ILLINOIS, 
and District Managers 
in CALIFORNIA and 
KENTUCKY who 
Can and Will Produce 
Business. 


Such Men Will Receive 
Large First and Re- 
newal Commissions. 





Address Casualty Department 


360 N. Michigan Avenue 
Chicago Illinois 
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Prominent Agents and Brokers 





Actuarial 





Adjuster 











LEON IRWIN & CO., Inc., New Orleans, La. 


Representing 


Fidelity Phenix Fire United States Fire National Fire of 


of New York of New York Hartford 
Automobile of Hart- National Liberty of New Amsterdam 
ford ew York Casualty Co. 
Standard of New _— State of Penn. 
or! Stuyvesant of New of America 
National Union of 
ti 


York 
Pittsburgh BROKERS’ LINES SOLICITED 





Indemnity Company 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 








Actuarial 





SANBORN & SLOAN, Ltd,]} 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 





401 ROYAL BANK BLDG., TORONTO, ont, |p 














Established 1865 by David Parks Fackler 
EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








Statisticians 





ne, 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 

















Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 


E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


ee 


Underwriters 
Statistical 
Bureau, Inc, 





We render complete statistical service and 
relieve you of the pressure of annual statement 
filing. 

We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp. 
tometers is desirable. 


Phone: BEEKMAN 1461 


81 Fulton St. New York City 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 


CHICAGO 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 














A.SIGTENHORST,F.A.1I.A. 


CONSULTING ACTUARY 


National City Bank Bldg., 


WACO, TEXAS 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 














JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY NEW YORK CITY 


ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 

















HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
OMAHA DENVER DES MOINES 





L. A. GLOVER & CO. | 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 











(Now Ready) 


INDUSTRIAL LIFE 
INSURANCE 


New edition, revised and enlarged 


HISTORY, STATISTICS, PLANS 
CANVASSING HELPS and SUGGES- 
TIONS 


A valuable book devoted to the service 

of those engaged in a most important 

branch of life insurance service. 
INDUSTRIAL LIFE INSURANCE 


sets forth the history of the business, 
explains its problems and tells agents how 
to conduct and increase their business. 


It is 
A Guide to the System of Industrial 
Life Insurance 


A Source of Inspiration and Helpful 
Hints 


A Reliable Text Book 
PRICE $3.50 


Liberal Discount on 
Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW ee 
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Louisiana Rate Law 
(Concluded from page 17) 

The bill then went over to the House and 
was referred to the Committee on Corpora- 
tions. 

The committee adopted several amendments 
to which the friends of the bill had agreed and 
which met with Senator Johnson's approval. 


And now comes the most astounding sur- 
prise of the campaign. The local lobbyist of 
the National Board, who had assured the Sen- 
ate committee that his principals would not op- 
pose the enactment of the measure, reversed 
his position and vigorously assailed the bill, 
using practically the same absurd and il'ogical 
arguments which had been used by the assist- 
ant general counsel of the National Board at 
the meeting of the local legislative committee 
of which I have given an account. 

His fulmination, however, was futile, for 
the committee by a vote of six to one returned 
a favorable report. 

In fairness to the aforesaid local lobbyist it 
must be said that when he was instructed by his 
principals to reverse the position he had taken 
before the Senate committee, he called upon 
Senator Johnson and told him of it. It is said 
that the Senator's comments were expressed in 
strong language, which was neither complimen- 
tary nor laudatory. 

The bill was reported to the House. The 
amendments recommended by the committee 
were adopted, and on the night of Monday, 
July 5, 1926, the bill was finally passed by a 
vote of 77 to 6! 

It then went back to the Senate for con- 
currence in the amendments, which was secured 
by a unanimous vote. 

I have had considerable experience in the 
past, both as a member of the State Senate and 
of committees charged with the duty of fight- 
ing inimical legislation, but I must candidly 
admit that I have never known of any cam- 
paign in which was shown so little vision, so 
little political sagacity, so little acquaintance 
with local conditions, so little knowledge of 
nature, so great a lack of consideration for the 
needs of the local agents, as in the fight ruth- 
lessiv waged in opposition to our bill, Instead 
of heeding the wise advice otf their local legis- 
lative committee, which, by a unanimous vote, 
advised against opposition, the companies pre- 
ferred to follow the injudicious course mapped 
out by individuals who had no knowledge of 
local conditions and possessed of a vision which 
apparently extended no further than the tips 
of their noses. 

‘The criticism is severe, but it is deservedly 
so and fully warranted by the results, for in a 
General Assembly composed of 138 members, 
the opposition, in spite of the potential in- 
fluences at their command, could only muster a 
beggarly array of six votes! 

And now comes the very pleasant duty of 
putting upon an appreciation of the 
service rendered by the steadfast friends and 
adherents to our cause. 

Under the vigilant leadership of their chair- 
man, R. M. Walmsley, our active committee 
in the field did splendid work. As for the 


record 


chairman himself he was, to use a familiar 
term, “on the job” all the time, and his in- 
gratiating personality and cogent way of put- 
tings things won friends, who when once won 
never deserted. 

If I had the space I would like to dilate 
upon the character of the service rendered by 
such men as Wasey of Lake Charles, Percy 
of Baton Rouge, Kidd of Ruston, and Rodri- 
guez of Monroe. 

It would be difficult to fix a proper ap- 
praisement upon the vaiue of the services ren- 
dered by my friend M. J. 
Orleans. 
lative committee of the National Board of Fire 


Hartson of New 
He was a member of the local legis- 


Underwriters, but when the New York coun- 
sellors refused to heed and follow the advce of 
the local committee, Hartson resigned his mem- 
bership, and, booted and spurred, joined in the 
fight for the bill. 

I have come in contact in my time with many 
politicians, both of high and low degree, but 
[ have never met with Hartson’s superior. He 
is not only a keen visioned and skillful par- 
ticipant in the game of politics, but an astute 
and successful business man. In_ politics his 
aims are high, his purposes laudable, his meth- 
ods clean and apparently irresistible. and his 
activity, like the star of Goethe, is unceasing 
and unresting. Through his influence the 
unanimous vote of the delegation from the city 
of New Orleans was cast in favor of our bill, 
and there is no telling how many other votes 
were brought to our side by the same potent 
influence and tireless activity. 

And now, in conclusion, just a few words of 
a personal character. 

For many years I have contributed to the 
columns of Tuer Specrator over what the 
French term*the nom de guerre of O’Hagerty. 
The time has come in my opinion to drop the 
mask of 


pseudonymity. While during these 


O’Hagerty has never written a word 


which I 


years 
would not have written in propria 
persona, at the same time I have always felt 
that if a man has anything to say, any message 
to deliver, it were better that it be said or de- 
livered in his own name rather than through 
the veiled indirectness of an assumed and there- 
fore fictitious character. 


So “O’Hagerty” will now fade from the 
scene, leaving, I hope, pleasant memories in 
the minds of those who have honored him by 
occasionally reading his lucubrations. 

CHARLES JANVIER. 


Milton A. Condit Loses Father 


Condit, Milton A. 
Condit, assistant to W. W. Ellis, sales promo- 
tion manager of the Commercial \ 


George M. father of 
Union As- 
killed in a_ payroll 
hold-up in Newark on Monday of this week. 


surance Company, was 
Mr. Condit and a companion were leaving the 
plant of the Reid Ice Cream Company in New- 
ark with a bag containing about $6000 in cash, 
when a car full of bandits drew up and Mr. 
Condit was shot dead without warning. The 
gang escaped with the money. 
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COL. WILLIAM H. PALMER DEAD 

President of Virginia Fire and Marine 
Was Prominent Southerner 

RicuMmonp, Va., July 18—Col. William H. 
Palmer, president of the Virginia Fire and 
Marine, of Richmond, died at his home in 
Richmond, on July 14, at the age of ninety-one 
years, having served the Richmond company 
as chief executive since 1890. Col. Palmer 
was also chairman of the standing committee 
of the old and honored Mutual Assurance Com- 
pany, of Richmond, which post he had held 
fifty-six years. For fifteen years prior to the 
reinsurance of the Home Fire, of Richmond, 
in the Phoenix, of London, he was president 
of that company. In addition, Col. Palmer was 
chairman of the board of directors of the 
State-Planters, one of the large.and influential 
institutions of the Atlantic States. 
This bank is an amalgamation of several banks, 
one or more of which Col. Palmer had headed’ 
many years. 


banking 


Col. Palmer was born on Church Hill, in: 
Richmond, in 1835. He served with distinc- 
tion during the Civil War, in the Confederate- 
Army, and enjoyed the personal friendship of 
General Robert E. Lee. He was with Gen- 
eral “Stonewall” Jackson, at the time of the- 
latter’s tragic death at Chancellorsville. 

Following the war, he returned to Rich-- 
mond, and has since been prominently identified’ 
with the civic, social and financial life of the: 
city. He was the sole surviving member of 
the original members of the Chamber of Com- 
merce, which was organized in 1867. 

Col. Palmer was senior warden of Grace 
and Holy Trinity Church, from 
which he was buried last Friday afternoon. 
His hody rests in historic Hollywood Ceme-- 
tery, where Jefferson Davis, President of the: 
Confederacy, and other Southern leaders are: 
buried. 


Fpiscopal 


The Insurance Almanac and Encyclopedia 

The 1926 edition of The Insurance Almanac: 
and Encyclopedia has been issued by the Un~ 
derwriting Printing and Publishing Company.. 
It presents data concerning insurance compa-~ 
nies of various classes, including officers, de-- 
ipartment managers and essential statistics, or-~ 
ganizations of companies and underwriters; 
federations, a directory entitled “Who’s Who 
in Insurance,” abstracts of compensation laws, 
lists of insurance agents in the principal cities, 
and other information of interest to underwrit~ 
ers of all classes. 


Manhattan Life to Open New York 
Territory 

Following the example set by several of the 
larger companies the Manhattan Life Insur- 
ance Company has decided to open its Greater 
New York territory, and excepts to appoint 
several general agents in the metropolitan dis- 
trict when it believes it may do so to the com- 
pany’s interest. 

The adoption of such a policy by the Man- 
hattan Life will be in line with similar action 
taken in recent years by several of the other 
Eastern companies. 
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Our Agents Have 


A Wider Field— 


An Increased Opportunity Because We Have 
Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


ly Premium plan. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | | | 


Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY — | 
of CHICAGO, ILL. 
B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. cunning through 
Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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Do YOU 
Ring the 
Bell? 


AVE you “‘that 

convincing 
come-back”’ to your 
prospect’s resist- 
ance? National Life 
salesmen have that 
comeback for they 
have ‘‘something people want. 
Popular low-cost policies have in- 
creased the N. L. A. salesman’s 
earning ability by permitting him 
to shoot straight at the mark— 


More Sales 


One salesman in California has 
hung up a record of continuous 
production for 40 months averag- 
ing $31,375.00. His production is 
noted for its consistency. Will 
your average show as well? 


” 


Correspondence is invited relative 
to the National Life’s popular con- 
tract. 


National Life 




















The Ordinary 
Life Policy 


With Automatic Ex- 
tended Insurance _ or 
Paid-up values or Op- 
tional Old Age benefits 
at age 70. 


Specimen Rate: 


Age 35, $17.60 per $1000 




















AGENCY DEPARTMENT 


Association 


Home Office: Des Moines, lowa 
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DISTINCTIVE PROGRESS 


“‘In great things, steady, consistent growth to meet the needs of 
the times, never slow, never hasty,—always forward to accomplish- 
ment." 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 


The record and progress of The Mutual Life have been dis- 
tinctive. and the notable changes and developments now mark- 
ing its history in meeting the requirements of increasing demand 
and a quickening growth are evolved from almost a century of 
experience and success. 

Policy contracts completely revised in 1925. New contracts 
attractive in appearance. phrased in every-day language “easy 
to read.”’ easy to understand and to construe. ‘They contain 
all the old provisions justified by experience and all the new 
warranted by science and by the knowledge of experience. 
Improved Disability and Double Indemnity Benefits—under 
new provisions. 

Salary Deduction (allotment) Plan of insurance now written 
by the Company. 

~~ Insurance now written on standard forms. ages 
10 to 15. 

An increased Dividend scale in 1926—the sixth consecutive 
increase. 

A majority of policy loans granted locally at Managing 
Agency Offices. 

The Company writes all standard forms of insurance. Same 
terms to men and women. Age limits, 10 to 70, inclusive. 

A Company conservative for entire safety, but forward- 
looking and forward-moving in accord with the new spirit and 
new demand of the times. 


Those who contemplate taking up 
field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY 
OF NEW YORK 
34 Nassau Street New York City, New York 
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The Young Man in Life Insurance Salesmanship 


By Witson Stick 


General Agent, Cambria Department, Reliance Life Insurance Company 
pan) 


Of all opportunities presenting themselves to 
the young man of to-day none offers as much 
as the profession of life underwriting. 

It is not necessary that he be a college or 
normal school graduate—it requires no great 
amount of money invested in years of school- 
ing, which in all probability he must or intends 
to pay back. To study medicine requires an 
investment of approximately $10,000 and eight 
years of study—dentistry while less expensive 
is nevertheless a costly profession. Law is 
a profession which never smiles upon the 
young man until he has reached middle age. 
A close study of available charts indicate that 
the lawyer’s large earning power does not be- 
gin till age forty-five and declines rapidly after 
age sixty-five and descends rapidly after age 
fifty, while the dentist’s largest earnings begin 
at age forty-five and decline at age fifty-five. 
Commonsense tells us the life underwriter can 
earn substantial monetary rewards from age 
twenty-five to and including age sixty-five. Can 
any profession offer better financial opportuni- 
ties to the young man? 

There are many other facts that we con- 
sider of course; such as, health, service to 
humanity—and particularly to the community 
in which you reside. As to health I should say 
our profession—due, of course, to outside work 
—is far in the lead. Granting that medicine 
and dentistry renders invaluable service to all 
—we should not forget that we sell service in 
the form of conservation of capital and income. 
Our June Bulletin carries an illustration show- 
ing that three cents of every dollar the aver- 
age man spends goes for the purchase of life 
insurance—while eightv-seven cents of every 
dollar the average man leaves comes from life 
insurance. These figures tell a wonderful story 
and prove that mass savings—or life insur- 
ance—after all is one idea that has been 





worked out to a successful conclusion. Could 
a young man enter any profession offering more 
opportunities for service? 

There is one phrase that to my mind has been 
very much enlarged upon and abused: that is, 
You hear it every- 
where and probably vou have been the author 


“a business for myself.” 
of it sometime yourself. The largest business 
in America is the steel business, next in order 
comes automobiles, agriculture and_ textiles. 
Only one of these, agriculture, offers and op- 
portunity for the young man working inde- 
pendently—and, to enter this business capital 
is required and nature, herself, must smile upon 
you, breathing success. If, on the contrary, she 
frowns—unseasonable weather results and a 
Big business is the 
order of the day—big buying power and well 
trained personnel preclude the possibility of any 
notable success in a one-man business. It is a 


year’s work may be lost. 


hard fight with little reward for vour untiring 
efforts and generally results in a loss of health. 
Think of a business requiring very little cap- 
ital, meager requirements as to education and 
offering unlimited opportunities for develop- 
ment. Life insurance fills this qualification. 
Young men have in a sense helped to develop 
the life insurance business to a position where 
it can be justly termed a profession. In sev- 
eral schools—notably the Wharton School of 
Finance and Commerce at the University of 
Pennsylvania—life insurance has been a regular 
subject. Such work makes it easier to write 
business by educating the young man to the 
needs of life insurance. 
of time till all the larger schools will have a 
There 


has been considerable talk of having the com- 


It is only a question 
chair of life insurance salesmanship. 


panies themselves endow chairs in various uni- 
versities. This may come to pass soon. So 


in the rapid development of life insurance the 
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young man has been an important factor. 

It is only natural then to assume that a 
young man who directs his best efforts to the 
enlargement of his clientele—studies their needs 
—supplies them with proper coverage—and gen- 
erally indicates that he accepts his position 
seriously will receive encouragement from them 
in the form of repeated business. He must 
study continuously—not allowing himself to 
stand still—ever reaching out for new ideas— 
better presentations—more forceful appeals— 
more effective closing and then continuous 
watchfulness—looking after your client’s inter- 
ests at all times—impressing him with the fact 
that vou are serious minded and deeply appre- 
ciate his faith in you. Such a condition of 
mind augurs well for a low lapse ratio—and 
gives your clients more cause to “boost” you 
to their friends and associates. After all the 
“old chain idea” in salesmanship is sound and 
productive of results. One link—or sale—con- 
nects you with another and so interminably. 

he young man in life insurance salesman- 
ship is here—he has registered an indelible im- 
pression—but he has hardly started. You will 
hear more and more of him, for this great and 
noble institution of life insurance is still in its 
infancy, but developing fast—and the voung 
man in the business can and will keep apace 
with it. 


John Hancock in Kentucky 

Following the opening up of business in Ken- 
tucky with the appointment of McKay Reed 
as general agent at Louisville, the John Han- 
cock Mutual Life Insurance Company of Bos- 
ton has also opened a weekly premium office in 
the Starks building at Louisville, appointing as 
superintendent Edwin W. Baker, who has been 
with the company since 1921 at Dayton, and 
later at Minneapolis as assistant superintendent. 





“Too much cannot be said for the poten- 
tial worth of the life insurance literature you 
are putting on the market.”—E. C. Saunders, 
Assistant Manager, National Benefit Life In- 
surance Company. 
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Brooklyn Life Men Meet 


At a meeting held last 
Crescent Athletic Club of Brooklyn, sixteen 
charter members were enrolled in the Life In- 
surance Luncheon Club. William F. Atkin- 
son was elected president, and John H. Scott 
was elected secretary and treasurer. More 
than a dozen companies had their represent- 
atives there for the first meeting, at which a 
gold fountain pen was presented to Mr. Kede- 
rich as a testimonial to his services as presi- 
dent of the Life Underwriters’ Association of 
New York last year. 








Unusual Opportunities 
For Live Agents 


with this old, reliable company, in 
Iowa, Illinois, and Missouri. Lib- 
eral agency contracts. 


Modern contracts—Ordinary Life, 
20-Pay Savings, Term, Double In- 
demnity Disability, Installment 
features. 


Operates in 19 States. Assets over 
$5,500,000.00. Losses paid over 
$8,000,000.00. 


Write today to 


Agency Department 
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Life Insurance Trusts 


I like to look upon occasions like this as an 
earnest effort on the part of the life insurance 
underwriter and the trust company man to ar- 
rive at a better understanding of their mutual 
interests. The banks and trust companies be- 
lieve in insurance. They feel and are ready 
to subscribe to the sentiment that is almost 
universal that life insurance is the greatest 
thing in the world. 

You will pardon me, I know, if I read a re- 
markable tribute to life insurance in the pub- 
lished statement of one of the largest and old- 
est of New York’s financial institutions—a bank 
—in which this sentiment on the part of the 
banks is expressed far more adequately than 
any feeble words of mine might convey to you. 

“We often think of life insurance simply as 
a big business. It is a big business—one of 
the biggest in the world. But it is much more. 
It is a vast trust estate created by the com- 
bined savings of forty millions of people chiefly 
for the benefit of those they love. It is a 
school in savings and investment with forty 
millions of pupils. It is the greatest 
organized expression of the American desire 
to get ahead by individual effort and by the 
practice of private co-operation. Any institu- 
tion that has helped a third of our people to 
acquire substantial estates is not only an eco- 
nomic factor of the first magnitude, but also it 
is a force which must profoundly affect the 
character and happiness of the nation. Life 
insurance is a great co-operative savings bank 
in which forty million depositors may invest 
their savings with absolute security. It is a 
great social agency that teaches men how to 
not for selfish reasons only, but in re- 
others, 
which in most cases assures the integrity of 
the oldest of social institutions—the family.” 

Of course, banks and trust companies, to a 


single 


save, 


sponse to nobler motives—love for 


small extent, have encouraged thrift and in- 
itiated efforts to help the public accumulate and 
save wealth, but this effort on the part of 
financial institutions is more or less desultory, 
leaving the initiative largely to the public. It 
lacks the aggressive punch of the life insur- 
ance sales plan; and it gets nowhere, com- 
paratively, when you consider what life insur- 
ance has done in creating and building up 
wealth. 

Approximately seven-eighths of all the prop- 
erty that is inherited in this country is repre- 
sented by life insurance. I think statisticians 
say that, during the next few vears, approxi- 
mately $600,000,000 each year will be paid out 
by these insurance companies. About 90 per 
cent of this vast sum that is paid each year 
is payable in lump sum; and statistics also 
show that about 90 per cent of this lump sum 
form of insurance is absolutely dissipated— 
used up in the course of seven years after it 
is received, on the average. 


Speech of Donald S. Morris, vice-president and 
trust officer of the Fletcher Savings and Trust Com- 
pany of Indianapolis, at th. $200,000.000 celebration 
meeting of the American Central Life in the Palm 
Room of the Claypool Hotel, Indianapolis, on June 1. 
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and Trust Companies 


Viewing this situation from another angle, 
we find that about nine-tenths of the widows 
in the United States who are past the age of 
65 are destitute. That is to say, they are de. 
pendent largely or almost altogether upon the 
charity of others. Now these facts and fig. 
ures challenge the prudence and good sense 
of our organized society, of our boasted civilj. 
zation. The average man is appalled at the 
almost certain possibility that the life insur. 
ance fund, which he has accumulated slowly and 
laboriously by the payment of premiums, often 
at the cost of real deprivation and self sacrifice, 
will be diverted from the channel for which it 
is intended, and either be spent improvidently 
and wasted or fall into the clutches of that 
large band of fake stock promoters who con- 
stantly hover in wait, ready like vultures to 
swoop down on the inexperienced. 


INSURANCE CONTRACT CREDIT FACTOR 
So you no doubt are ready to agree with me 
that this is not only a big field, but that it is 
In this tremendous task—the con- 
an obligation rests 
as upon the 


undeveloped. 
of this wealth 
upon the underwriter, as well 
banker, to devise some means of protection 
for this fund—of making life insurance doubly 
sure. Otherwise, neither one of them ean 
justify his continued existence. 

The life insurance companies have attempted 
to meet this need with the income policy, settle- 
ment contract, or so-called trust contract, or 
other similar agreement. And this is good. In 
fact, I am ready to say that I think in every 
case at least a portion of a man’s life insur- 
ance should be in some such form. But these 
contracts or income policies are too rigid to 
exactly meet the needs of the average insured’s 
family, particularly where there is an estate 
of any large amount. This is so because it is 
a contract under which the insurance company 
is the debtor and the beneficiary of the insured 
is the obligee or payee and the insurance con- 
pany has to do exactly as set forth in that con- 
tract—it cannot vary a hair at the risk of 
possible loss. Very often these contracts have 
to be followed to the exact letter or else the 
insurance companies will have to pay twice 
what they agreed to pay once. The average 
company does not like to do that. 

The life insurance company hasn’t the ma- 
chinery set up for the efficient and economical 
administration of trusts that meets the com- 
plicated needs of individuals amid the unfore- 
seen contingencies of life. It is spread out 
too far to do that, and it necessarily lacks the 
close contact of the local bank or trust com- 
pany in each city. The remedy ofiered by the 
insurance company may be sufficient where the 
estate is small and the certainty of a modest 
sum monthly means everything to the insured’s 
family. But even then it does not have the 
appeal to the insured and his family that is 
afforded by the modern life insurance trust, 
administered by a bank or trust company. 

No one knows better than you underwriters 
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LIFE 


how difficult it is to sell the income policy to 
the average prospect. I admit, however, there 
are cases where it serves admirably, and some- 
times exactly fills the bill. And, generally 
speaking, the income policy is a valuable step 
toward the conservation of insurance funds 
and to some extent serves this great economic 
need. But the fact remains, and figures show, 
that the vast bulk of life insurance is still 
sold and is outstanding in the so-called lump 
sum form. 


ADVANTAGES OF Trust FuND 


To my mind, this proves that the income 
policy is not all that the insured needs or 
wants. Something more flexible is needed if 
we are going to provide his family with a full 
measure of protection and service. 

Frank L. Jones, president of the National 
Association of Life Underwriters, to whom 
you will listen in a few moments, recently 
subscribed to this statement—“The life insur- 
ance trust is to-day the most potent and flex- 
ible instrument that has been created for build- 
ing up. conserving, and managing estate funds.” 
The life insurance trust is potent because it is 
a means of convincing the insured that his 
hard-earned premiums will have protection, 
and, added to this, his family will have close 
personal contact with a common-sense finan- 
cial institution. A wise discretion in the dis- 
bursement of his funds will be exercised and 
each complicated need of his loved ones will 
be met adequately within the limits of his 
power to provide. Advice, assistance, and 
encouragement in financial as well as other 
matters will be given, where needed. In short, 
as far as possible, the same management of 
his estate will be provided for his family when 
he is gone that he would provide were he here. 
Perhaps it would not be out of the way here 
for me to explain some of the essential features 
of a life insurance trust, as administered by 
a bank or trust company. In the first place, 
the insured makes that bank or trust company 
the beneficiary under the policy as trustee, or 
assigns it to the bank as trustee. If the policy 
is in existence prior to the arrangement, he 
signs a change of beneficiary form, usually pro- 
vided by the insurance company, in which he 
designates the trust company beneficiary un- 
der the policy as trustee. The policies may be 
left in the possession of the trust company or 
retained by the insured. The insured may re- 
serve the right to pledge his policy or sur- 
render it, or to change the beneficiary of the 
trust under the policy, or modify or revoke 
the trust. Of course, several policies of differ- 
ent companies may be combined under one in- 
surance trust. 


AGREEMENTS ARE SIMPLE 


The trust agreement itself may be a very 
simple instrument. It recites the fact that the 
bank has been made beneficiary of the policies, 
and that upon the death of the insured the 
trustee will receive the proceeds of the policy 
and manage, invest and disburse the fund in 
accordance with the direction of the insured, 
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unlimited production. 


rights. 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








as stated in the agreement. Usually, if the 
agreement is made for the benefit of the wife 
and children of the insured, it provides that 
the trustee shall apply the fund for the use 
and benefit of such wife and children—vest- 
ing the trustee with discretion to determine 
what they need—thus avoiding the appointment 
of a guardian. And it is a customary pro- 
vision that in case of sickness, accident, mis- 
fortune, or other emergency, the trustee may 
apply such portion of the fund as in its judg- 
ment and needed to meet the 
emergency and to relieve the distress. A trust 
of this kind can be made to accomplish any 
purpose, substantially, that the insured him- 
self might accomplish with the fund if he were 
living. It may be phrased so as to exactly fit 
the needs of the insured’s family, as these 
needs develop and change from time to time, 
although the exact circumstances that arise are 
not specifically foreseen at the time the agree- 
ment is made. The boy’s college education may 
be provided for, or possible assistance given 
in the first lean years of a professional career. 
The wife’s remarriage may be a contingency 
that requires a readjustment of the family 


discretion is 


finances; the daughter’s home or other need 
in establishing her own family, or a thousand 
other contingencies. Each and all of them 
can be met and answered by the terms of the 
agreement, coupled with a sound exercise of 
the trustee’s impartial judgment. 

The agreement, or trust, may also be simply 
a memorandum that refers to the terms of the 
last will and testament of the insured. Here 
the agreement, instead of setting out fully the 
terms of the trust, briefly states that the trustee 
shall manage and disburse the fund as directed 
in the will. This is a very satisfactory method, 
because the terms of the trust can be changed 
from time to time by the alteration of the pro- 
visions of the will or the execution of an en- 
tirely new will. We have found this arrange- 
ment to be a most convenient one for the in- 
sured. 

The kind of trust that I have heen mention- 
ing is what we call the unfunded insurance 
trust. It only involves insurance policies. But 
there is also what is known as the funded in- 
surance trust which has an added feature. Not 
only are the policies deposited with the trustee, 
but property of some kind, such stocks or 








INSURANCE FABLES 


New Series 


16. MISFITS 


By WILLIAM ALEXANDER 


A young agent was industrious, but was altogether lacking in common 


sense. 
cations. 


He was diligent in interviewing prospects, but he wrote few appli- 
So he went for advice to an experienced life underwriter, who 


unearthed the following examples of the young agent’s folly: 

He had failed to sell a policy in favor of a wife who had run away 
with her husband’s chauffeur; a policy to protect the family of a bachelor; 
an Educational Policy for the son of a childless widower; a Mortgage 
policy for a man whose investments were exclusively in stocks and bonds; 
a $50,000 10-year Endowment for a man who earned only $60 a month, 


and a Term Policy for a multi-millionaire. 


APPLICATION 
e e e , Py 
Life insurance furnishes no exception to the rule that “One man’s meat 


. 9 . 99 
is another man’s poison. 
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NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co. 
of New York 
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bonds, is transferred to the trustee and held 
together with the policies, and the income from 
the property is used as far as it will go in pay- 
ment of the premiums. If there is any balance 
of the income, the agreement provides what 
the trustee shail do with it. 


TRIPLING SMALL ESTATES 

That sort of a trust can be made the means 
of almost tripling a small estate. By making 
over, say, $10,000 of securieties or property, un- 
der such a trust, a man may buy enough life 
insurance with the income to make his total 
estate, including the fund and the insurance, 
about $30,000, more or less, depending upon 
the man’s age. This is one of the most re- 
markable features of the funded life insur- 
ance trust. 


Lire INSURANCE IN BUSINESS 

In business and commercially the life insur- 
ance trust has a wide field that is almost 
entirely undeveloped. In many cases the life 
insurance contract alone will serve the pur- 
pose, but, when coupled with the trust agree- 
ment, it is much more efficacious. 

Insurance is of great importance in stabiliz- 
ing almost any risk, and it can be used to stab- 
ilize a credit risk. It is not much of a factor 
in granting credit (other security is always 
essential) but where the credit is not liquid, 
insurance is advisable. An application for 
credit hased on life insurance alone should be, 
of course, rejected, because the debtor might 
‘e obstinate about dying. And there has to 
he something else. We are still carrying in 
ur company, in an estate, a life insurance pol- 
icy dated February 7, 1808. The policy was 
taken as the sole security for a debt by a mer- 
chant here in this city. We are still paving 
the premiums on the policy for the estate of 
the creditor, and the debtor, who survived the 
creditor, still lives. That illustrates why in- 
surance is not alone satisfactory as a credit 








Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur- 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders. 


During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyholders 


Joseph C. Behan, Superintendent of 
Agencies. 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 


Organized 1851 











Peoples 
Life 
Insurance 
Company 


Frankfort, 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


Indiana 


$375,907.67 Surplus Protection to 
Policyholders 


$40,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 


ARKANSAS, TENNESSEE, ‘TEXAS AND 
IOWA. 

A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 











North American 
National Life 
Insurance 


Co. 


Omaha, ' Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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MODERN SALES METHODS 
—A Decided Advantage 


“There is some satisfaction in putting on a 
nice increase when your company gives you 
more than a thank you for it!” ‘These are 
not his exact words, but they express what 
one International Life man desired to con- 
vey—that the International Life rewards its 
workers in a substantial manner. 


Contests, special months, bonuses and 
every other modern sales stimulator are 
utilized to bring up individual production 
of each International Life man. It is this 
wide-awakeness that keeps the agent on his 
toes and gives him a decided advantage. 


INTERNATIONAL LIFE 


INSURANCE COMPANY 
ST. LOUIS, MISSOURI 


W. K. WHITFIELD, DAVID W. HILL, 
President Vice-President 


W. F. GRANTGES, Vice-Pres. & General Manager Agents 


SAN FRANCISCO 
RICHMOND 


NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 
Marine 


Fire Liability 


175 W. Jackson Blvd., Chicago 





London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 























An Investment in Frappiness 


—1s a connection with the 
Philadelphia Life Insurance Company 


Every Representative has the Joy that 
comes from: 


1. Having The Thing That Will Sell--we 
have a great variety of policy 
contracts with very liberal features. 

2. Treatment That Makes Work Pleasant-- 
every Home Office official has the 
Fieldman's viewpoint--is helpful, co- 
operative, appreciative and under- 
standingly friendly. 

3. Opportunities To Get What You Earn-- 
liberal commissions and renewals. 
Contracts all direct. Non-Par pays 
same lst year as Par. Prospect- 
finding plan--Advertising aids, etc. 
Every help to help you sell. 

4. Knowing You Have a Lifetime Connec- 
tion-- many have been with us 10-15- 
20 years. We're young and growing 
rapidly--promotions from the ranks. 


Address: Manager of Agencies 
A. M. HOPKINS 
111 No. Broad St. 


Philadelphia, Pa. 











Is THIS 


Protection? 





Policy for $20,000—Annual Premium 
$15.77 per thousand. Insured 
Age 22—Wife’s Age 20—Son one 
year old. 


Insured totally disabled at Age 25. 
The Franklin pays him $200 per 
month Disability Income for life. 


He lives 18 years . $43,200.00 


Then under policy option three, The 
Franklin pays his wife $1,000.00 
per year for life. She lives out her 


expectancy of 27 years 27,000.00 


At her death the policy is payable to 
the son, who elects to receive an 
income for life under policy option 
two. His expectancy is 21 years. 


He lives 23 years. . . . 30,470,40 


ee Sg. Oe a, Foe $100,670.40 


This is a hypothetical case, but the figures are the 
actual amounts that would apply to it today. Is 
THIS protection? Could you get applications for 
this policy? . 
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ISCO 
OND ATTENTION 
One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
aed loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 
A. E. JOHNSON, Asst. to Pres. 
CHICAGO NATIONAL 
1 LIFE INSURANCE CO. 
202 So. State St. Suite 314-324 
| Chicago, Illinois 


wa 


factor. Still there are cases where life insur- 
ance is a very valuable supplementary factor 
in protecting a credit risk. 


INTEREST OF DECEDENT 

In the administration of estates. we find that 
the most difficult asset we have to deal with 
is the interest of the decedent in a business 
partnership, or a close corporation where the 
personality of the members or owners is of 
particular value to the business itself. Delay 
always ensues. Embarrass- 
ment and trouble are in store for the surviving 
partners or The 
and family of the deceased almost never ap- 
Preciate the true settlement 
finally agreed upon is usually unsatisfactory to 
all concerned. Unless some constructive plan 
is devised while all the 
the business may disintegrate before an equit- 


Friction is great. 


business associates. widow 


situation. Any 


members are alive, 


able adjustment can be made. 


EXAMPLE OF ESTATE PROBLEMS 

We have one case where we are adminis- 
trator of an estate, one of the chief assets of 
which is the controlling interest owned bv the 
decedent in a corporation which he established 
himself. The earnings of the corporation are 
way above and out of proportion to the book 
value of its assets. Those cases are quite fre- 
quent. The decedent was the founder of this 
business and from time to time he associate 





with himself men who have acquired a laree 
Ownership in the capital stock of this business, 
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and who have become the backbone of the 
Branches of this busi- 
ness, which is centralized here in Indianapolis, 
State. And 
these associates of the decedent have been for 
some time in complete charge. The decedent 


was not active in the management of the busi- 


business management. 


are established throughout the 


ness during the past few years and, naturally, 
the men who are left with the business feel 
But the widow and 
two children cannot understand why these men 
won’t buy her out for what she thinks is the 
Who say what 
the value of his interest is? This question is 
still unsettled. 


their importance to it. 


value of that business. can 


I have been trying since that death to con- 
vince the surviving owners of that business 
that they themselves should enter into a life 
insurance trust agreement, fixing the value of 
the interest of each one, and carrying insur- 

‘ce to that amount payable to a trustee for 
the benefit of their respective families, so that 
if one of them dies his interest in the business 
passes to the survivors immediately and the 
insurance on his life is applied by the trustee 
for the benefit of the decedent’s family on the 
terms that are stated in the trust agreement. 
Even if the insurance does not fully cover the 
full value involved, it relieves the burden that 
is cast upon the surviving associates to such 
an extent that they can arrange to pay the 
that 
to both decedent’s associates and to his family. 


balance upon convenient terms are fair 
And above all it is important to have some pre- 
arranged method applying to all of them alike, 
whereby the value of any decedent’s interest 
can be definitely determined without friction, 
trouble, and Nothing 
of that kind has been done, but I am hopeful 
that some arrangement can be made. 

It seems to me that not only is this life in- 
surance trust agreement the most potent and 
flexible 
building and creating estates, but it is the most 


embarrassment, delay. 


instrument that has been devised for 
potent influence that has been devised for the 
extension of life insurance. It makes life in- 
surance doubly sure. It supplies the support 
needed for the weakest point of lump sum life 
insurance—an uninvested estate. It offers not 
only the protection of the fund that it needs 
but the advice and guidance to the insured’s 
family that only a bank or trust company can 
sive. It provides the same care, so far as 
that is possible, that the insured himself could 
It is flex- 
and 
Sometimes the co-operation of 


give to the fund if he were alive. 


ible and meets unforeseen contingencies 
emergencies. 
the trust company man is all that is needed to 
And the 


trust official will gladly co-operate—not alone 


convince the prospect of his need. 


for the interest he might have in putting on 
his life 
through the relationship he thus establishes he 
the 
which often leads to business relating to the 
And the 


writer himself is in a more dignified and con- 


books a insurance trust—but because 


has a much valued contact with insured 


insured’s other estate. then under- 


structive relationship to the business and affairs 


He is provided not only with 


of the insured. 
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Middle-west 
Casualty Company 


writing most approved Accident 
and Health forms on A, B, C 
and D risks (commercial plan) 
in eight States, wants Produc- 
tion Manager who has record as 
personal producer and is capable 
of managing agents. Good sal- 
ary and Home Office connection 
to man who can qualify. When 
writing give age, experience, 
present connection and refer- 
ences. 


All correspondence treated in 
strictest confidence. Address 
XYZ, care THE SPECTATOR. 











the trust man’s help, but he has a better and 
therefore easier article to sell. He can deal 
with his insured’s whole problem by combining 
the insurance with the rest of his estate. He 
can render him a fuller, more satisfactory ser- 


vice. 

Why Banks Recommend Life Insurance 
The Northwestern Banker recently put this 

question to a number of banks: “Do you 


ask your borrowers to take out life insurance, 
and if so, why?” 
Fifty per cent of the banks responded in the 
affirmative. 
“Bankers say there are a number of reasons 


We quote from the magazine: 


why they ask their borrowers to carry suffi- 
cient life insurance. ‘In many cases we fore- 
see the security of such protection, using our 
sixth sense,” says one Nebraska banker. ‘It 
protects the borrower’s family from the crush- 
burden of 


‘Adequate 


Dakota vice- 
the 


writes a 
life 


inb debt,’ 


president. insurance is 





In the States of 
Illinois, Michigan, 
Ohio and Missouri 

If You Can Interest Us, 


We Can Interest You. 
Let’s Talk It Over? 


Age Limit:—3 months to 60 
years. Plan:—Ordinary. Non- 
Participating. 


Providers Life 


Assurance Co. 
1530-32 N. Robey, 
Chicago, III. 


J. J. DUBOURG, Agency Manager. 














LIFE 


surest method known to modern business of 
duplicating the earning capacity of a borrower 
after he is in the company of the angels, and 
no wide-awake banker should ever overlook 
this factor in making a loan,’ declares an Iowa 
banker, who adds, ‘I don’t sell insurance, but 
I certainly do recommend it to our custom- 
ers!’ "—The John Hancock Signature. 


PRIZE CONTEST WINNERS 


Reliance Life Men Receive Awards at 
Jubilee Convention 

Requirements qualifying agents to attend the 
convention of the Reliance Life Insurance 
Company, Pittsburgh, which was held recently, 
were based on an avergae of $10,c00 life in- 
surance and $50 in accident and health premiums 
per month for fourteen months _ beginniny 
March 2, 1925, and ending April 30, 1926. 

At the close of the Thursday business session 
of the convention, J. H. Layton, auditor of 
agency accounts, gave out prizes which were 
awarded for production in the various depart- 
ments during the recent contest. These were 
won by G. V. Cleary, Wilson Slick, F. M. 
Walsh, Dr. S. L. Lowry, F. J. Niver, J. T. 
Cooper, J. E. Odum, C. P. Unverferth, J. H. 
Rose (also a Jubilee Contest winner), William 
Cunningham (another Jubilee prize winner), 
H. C. Cozza and B. J. Raich. 

The Jubilee Contest proper was won in order 
by E. L. Jones, N. L. Garner and J. C. Kirby. 


The Seta On 


Thurs 1 


INSURANCE EDUCATIONAL SECTION 


Prizes for the percentage of business written 
went to F. J. Niver, T. A. Dickson, W. H. 
Cammack, W. J. McLaughlin and A. C. Burns. 
Awards for the percentages of accident and 
health insurance premiums paid to life insur- 
ance premiums paid were given to J. F. Men- 
donsa, H. C. Cozza, B. J. Raich, Russell Shelk 
and Rudolph Smale. J. V. Cleary and J. C. 
Federer won the prizes for the greatest return 
on written business, and similar prizes for paid 
business were awarded to J. E. Odum, M. D. 
Lewis, Ray Tindal and R. A. Hilliard. 

Thursday afternoon was spent by the dele- 
gates on a motor tour to interest points and 
beauty spots in and around Pittsburgh, and din- 
ner in the evening was followed by a theatre 
party at the Davis theatre. 


Indiana Agents of Business Mens 
Assurance Meet 

Indiana salesmen for the Business Mens As- 
surance Company have just completed their 
third annual sales congress and are looking 
forward to one of the best years in that State, 
according to F. W. Moller, supervisor for this 
State. 

Twenty-nine salesmen from various sections 
of the State attended the congress which was 
held at the Hotel Lincoln. During the three 
years Mr. Moller has been in charge of the 
district the Business Mens Assurance Company 
has never had a more enthusiastic, inspirational 


or instructive sales meeting, Mr. Moller gp 
clared. q 
Co-operating with Mr. Moller in conductiq 
the congress were: W. T. Grant, president g 
the company, whose home office is in Kanes 
City, Mo.; J. H. Torrance, vice-president 

manager of the claim department; E. J. Mg 
tague, director of field service. Frank L. Jones 
president of the National Association of Lif 


Underwriters, was one of the principal speale 


ers at the congress. 





WANTED 


Recent University Insurance graduate wanted 
for sound new Southern company. Right man 
will soon become executive. Replies confidep- 
tial. O. S. N., care of THE SPECTATOR. 








Lost Policy 


$50.00 REWARD will be paid for name 
of company in which] SIDNEY HOW. 
ARD HANNON, deceased, held paid up 
endowment policy maturing in 1926 or 
1927. 

Patterson & Brinckerhoff 


52 Vanderbilt Avenue 
New York City 
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NEW BUSINESS, 
about 50% gain......... 


ADMITTED ASSETS.:::.. 
LIABILITIES 


SURPLUS AND DIVIDEND 
FUND, 13% of Liabilities 


1926 DIVIDENDS SET 
ASIDE, 25% increase... 








Analyzing Success 


CROSS section of the 66th Annual State- 

ment which shows, by growth, safety and 

low net cost, why the Guardian ranks as one 
of the strongest of the strong companies. 


$66,857,528.00 


290,912,305.00 
51,866,771.92 
45,836,814.05 


6,029,957.87 


1,983,000.00 


The Guardian is growing more rapidly than 
most old line companies, and in a way that 
offers unusual opportunities to men of the 
right calibre. For information, write 


T. LOUIS HANSEN. Vice-President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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Insurance Co. 
INDIANAPOLIS 








Established 1899 








HERBERT M. WOOLLEN 
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